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been the best 
1929 most prosper- 
Ous year in the his- 
tory of The Feed Bag. As 
“The Merchandising Paper of 
the Feed Industry’, The Feed 
Bag of 1929 carried more ad- 
vertising and included more 
pages of editorial matter than 
any other publication serving 
the same field. This achieve- 
ment is attributed to the high 
quality of the paper's helpful, 
easy to read content which has 
won the interest and apprecia- 
tion of the trade and the great- 
er service made possible by in- 
creased revenue. For 1930, we 
pledge continued quality and 
improved service to all our 
readers and advertisers. — 
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“T have fed Wisconsin Calf Meal most all my life.” 
—Edwin 


Wisconsin Calf Meal is the 
popular choice of Calf Club 
boys and girls. These young- 
sters learn at a very early age 
to appreciate the feeds that 
make their calves grow. 
Young Calf Club members 
demand a feed which will 
produce a sleek coat, a lively 
appearance and excellent 
health. They also look to the 
point of economy, and in this 
Wisconsin Calf Meal wins 
their favor again. It produces 
better calves at less cost. 


MADE BY THE MILLERS OF THE WISCONSIN LINE 


NorTHERN MILLING Co. 


WAUSAU, WISCONSIN 


WISCONSIN 
CALF MEAL 


“‘The Complete Milk Substitute’’ 


The calf meal season is on. 
Youcanshow your dairymen 
the way to bigger profits in 
the milk business by urging 
the more liberal use of Wis- 
consin Calf Meal in place of 
milk. Wisconsin Calf Meal 
in addition to the usual cereal 
and protein foods, containsa 
generous percentage of clean 
sweet dried milk in the most 
sanitary and wholesome form 
possible. Calves fed on Wis- 
consin Calf Meal therefore, 
not only get the best of milk 
supplements and substitutes, 
but also get some real milk 
in every mouthful. 


PROTEIN 25% FAT 5* FIBER 6% 
INGREDIENTS 
Flaxseed Pea Meal. Wheat Flour. Process Linseed 


MANUFACTURED EXCLUSIVELY BY 
> NORTHERN MILLING CO. ~: 
AUSAU, wis.: 
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Buy where you get 


HEN you are in a hurry to get cer- 

tain supplies, parts, bolting cloth or 
anything else you use, Strong-Scott is 
ready to give them to you. 


Rows of shelves, bins and racks in our 
large storerooms contain every item, 
large or small, that you use. A corps 
of experienced workers stands ready to 
execute your orders. The result is 
prompt, efficient service. Buy where 
you get quick action! 


Everything Jor Every Mill and Elevator 
‘he Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd.Winnipeg 


SUPERIOR D. P. CUPS 
INCREASE ELEVATOR CAPACITY 


Without changing anything but the cups you can in- 
crease your elevator capacity 20 per cent. Superior 
D. P. Cups can be placed closer on the belt. They 
discharge perfectly. Use these better cups. We carry 
complete stocks. 
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FOR 


FARM ANIMA 


Name 


Address 


City 


O you make hog or sheep feed? Dairy cow 

ration? Beef cattle feed? Poultry feed and 
mashes? No matter what your leading specialty, 
every feed you make can profitably be mineralized 
with FOS-FOR-US. 


992 Millers and Feed Manufacturers say so. They 
have adopted Fos-For-uS as the standard for min- 
eralizing their feeds. 


Their action has followed the fullest investigation 
of the qualities of Fos-ror-uS. Analysis by their 
own chemists, and the re- 
ports they have received 
from experiment station 
authorities prove that 
Fos-For-US has three out- 


GRAD 


Manufacturers of High Grade Fertilizers 
61 BROADWAY, DEPT. 18 NEW YORK CITY 


Send me the Miller's Brief 


EVERYWHERE 


[NIERNATIONAL AGRICULTURAL (ORPORATION 


MANUFACTURERS FERTILSZERS 


standing valuable characteristics: (1) it is unfailingly 
uniform, (2) it has a high calcium percentage, and 
(3) it has the correct proportion of phosphorus, and 
both the calcium and the phosphorus are in the 
most available form. 


They understand that FOs-FOR-US is known to hog 
and cattle raisers, dairymen and poultrymen through 
strong and continuous advertising. 


If you want the facts that led to their action in adopt- 
ing FOS-FOR-US as standard, 


It will place the facts be- 
fore you, and you can 
drawyour own conclusions. 


4 
ECGS-MORE MILK 


Fo Li send for the Miller's Brief. 
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J ANUARY 


Brings the first writing on new clean sheets 


of the records for 1930. 


Our plans and hopes for 1930 are—to con- 
tinue making honest feeds, selling them 
fairly and having a fair profit for our Com- 
pany all through the year. 


But more important to us than the written 
records to go on our books is the hope that 
the unwritten records—those daily contacts 
by the men making up the Company as a 
whole—may be of the best—and by increas- 
ing the good reputation of our Company— 
may reasonably increase our business. 


We wish the same for YOU! 
Alappe New Year 


ARCADY FARMS MILLING Co. 


Cuicaco, ILLINoIs 
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Early Sales Work on Chick Feeds 
Boosts Dealer’s Profits 


Prospect List Should Be Worked Regularly, Old Patrons Solicited 
Stocking of Reputable Brands Helps Success of Selling Efforts 


ITH a line as seasonal as baby 

chick starter and scratch feed, 

it is a good policy to anticipate 
the demand early, booking or obtaining 
promises of orders weeks or even 
months before feeding time. 

Three things are essential if one is 
to secure a lion’s' share of this business. 
First, a quality feed which will give 
the utmost satisfaction; second, a con- 
centrated effort to put the line over, 
and last but not by any means least, 
the servicing of the feed and the follow- 
ing up of sales. The last are necessary 
for discovering whether maximum re- 
sults were secured and if not, to know 
where the trouble lay. 


Line Is Profitable 


It is profitable to devote more time, 
attention and thought to this phase of 
business, for the margin or profit is, in 
the majority of localities, relatively 
higher than that which‘can be obtained 
on other lines. 

First of all, it would be well to have 
obtained the agency for a reputable and 
well-known line of mashes and scratch, 
not only because of the undoubtedly 
high quality but also because of the help 
and service which the manufacturer of 
such a feed will be able to provide. This 
feature will be reflected in the advice 
and service the dealer will be able to 
give users after they have purchased 
their requirements. 

Selling of the feed is now the point 
to be considered. Here is how one suc- 
cessful dealer has obtained a good vol- 
ume of business in the chick feed line, 
and greatly increased his profits: 


How Dealer Does It 


We have always kept files of custom- 
er’s purchases, the dealer explained. One 
covers laying mashes and scratch, one 
baby chick feed and another dairy feed. 
In the winter, well before the demand 
has begun, we open our campaign by 
going through last year’s counter check 
books. All tickets, either cash or 
charge, carry the customers’ names and 
we make notations on the cards of the 


file as to who has actually used the 
feed. 

Being pretty sure these customers 
were satisfied last season we circularize 
them first of all, soliciting their business 
for the coming season. This list of 
names is kept in the office and as a 
customer happens to come in during the 
next month we get an idea of how much 
feed he will require and in nine cases 
out of ten, he promises to use our 
brand again. In front of him we are 
careful to enter a notation on his card 
to this effect, of course making it clear 
to him that the amount is only tenta- 
tive and that we are chiefly concerned 
with the fact that he'll be using our 
goods again. We are located in a sec- 
tion of the country where we have al- 
ways found the people to be very re- 
liable and although no binding contract 
is made, very few of these promises are 
broken. 

Makes Use of Phone 


Customers whose cards still remain 
unbooked because they have not come 
to the store, warrant either a call on 
the telephone or a personal visit, and 
we are careful to reach these before 
our competitors. By booking our old 


National Grain, Feed Men 
Meet Next October 


The next annual conventton of the 
Grain and Feed Dealers National asso- 
ciation will be held Monday, Tuesday 
and Wednesday, October 13, 14 and 15, 
1930, at the Hotel Sherman, Chicago, 
it is announced by Charles Quinn, sec- 
retary. An unusually large representa- 
tion of feed' interests is expected at the 
conclave. The Grain Dealers, at their 
annual convention, held in Peoria, IIl., 
last October 14-16, voted to give the 
feed industry the regular privileges of 
the organization, and accordingly 
changed the name to the Grain and 
Feed Dealers National association. 

The Chicago convention will be the 
thirty-fourth annual meeting. 


THE FEED BAG—J ANUARY, 1930 


customers, we are pretty certain of se- 
curing a tonnage at least equal to last 
year’s. Then we go after new: busi- 
ness. 

From our laying mash and scratch 
feed customers we select names which 
have not been circularized as baby chick 
feed prospects and either speak'to them 
when they are in or make a call in per- 
son on them, securing as many promises 
as possible covering their spring needs. 

Employs Local Evidence 

Close contact with the poultry inter- 
ests of our county and the fact that we 
neglect no feeder, no matter however 
small his business, keep us constantly 
hammering ati these until spring. With 
this latter class we find that letters of 
satisfied users which we were able to 
secure at the end of the past season, 
are a great help in turning business our 
way. Invariably a sheaf of recommen- 
dations is very compelling, especially 
if the prospect knows those who gave 
them. 

Opens Future Sales 

Our method of securing baby chick 
feed business is not spectacular by any 
means. We handle no chicks or eggs 
as we prefer to let customers do this, 
feeling that for us to do so would be 
to infringe on their trade, But we do 
a lot of detail work and an enormous 
amount of plugging away selling a feed 
which we know is good, but which, at 
the same time, we doubt is one bit better 
than many other good brands on the 
market. Nor do we stop when the pros- 
pect is sold. We follow through mak- 
ing certain. that the user is satisfied, for 
vou see we are always looking forward 
to the next year’s business. 


The extra percentage of profit in sell- 
ing this class of feed well repays us for 
the additional effort. We are confident 
similar tactics will secure for any live 
dealer the lion’s share of the baby chick 
starter and scratch feed business in his 
territory. Nor is this all, for this enter- 
ing wedge is bound to open up the way 
for heavy’ developing and laying mash 
sales later on. 
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Groups Feed Orders by Phone 


Reduces Delivery Cost 


poral in Lathrop, Athens county, 
Ohio, J. H. Mercer is selling feed 
to farmers by using his telephone. This 
dealer maintains a delivery service for 
the benefit of his customers, and when 
a farmer from some remote district calls 
for a sack of feed, the telephone is made 
to furnish enough extra! business to re- 
pay the*cost of the trip. 

“We serve a large rural territory,” 
Mercer explained. ‘And calls for feed 
often come in from farmers living six 


miles distant. Many of these deliveries 
are expensive, especially in rainy sea- 
sons when roads are bad, but last year 
I found a way to make them show a 
profit. 
Phone Calls Bring Orders 

“Previous experience had taught us 
that most farmers owned telephones. A 
visit to the local exchange furnished us 
the phone numbers of these rural folks, 
and this list was placed cn file in our 
store. Now, when a customer calls in 


handle. 


No waste—or breakage 


REGISTERED 


valuable service for 


Reef Brand, Dealers 


Every order for Reef Brand is ‘“‘rush.’” Direct Western 
Union Wire in the New Orleans office insures no possi- 
ble delay. Your order is sent speeding on its way the 
same day it is received. Reef Brand dealers are en- 
thusiastic about this service. i 
Shipped in new, machine sewn burlap bags. 


Write for information. 


Gulf Crushing Co. Inc. 


New Orleans, U. S. A. 


Bra 


IN U.S. PATENT OFFICE 


PURE CRUSHED OYSTER SHELL 
FOR POULTRY 


Reef B 


rand is easy to 
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for a few sacks of feed, I get busy at 
the telephone and call each farmer 
along the route, telling him the kinds of 
feeds carried in stock. I then explain 
that our delivery truck will pass his 
home at a certain hour, and that if any 
goods are needed we would be pleased 
to send them out. In many cases, this 
brings an order for a sack or two of 
feed and by the time the calls are com- 
pleted we usually have several times the 
amount of the original order. Our truck 
then goes out fully loaded. 
Plan Cuts Delivery Costs 

“This plan enables us to serve many 
customers, along with the one from 
which the original call came and cost 
of delivery is decreased in proportion. 
Much new business from various parts 
of our territory is obtained in this way 
and our books are kept constantly sup- 
plied with new names. 

“We find our telephone a_ business 
builder at all seasons. It is quite inex- 
pensive and many miles of good terri- 
tory can easily be covered in a few 
minutes.” 


ROCHESTER FEED & SEED CO., 
Rochester, Minn., has been incorporated 
with a capital stock of $50,000, to deal 
in flour and feed. The incorporators 
are K. R. Seiler, B. I. Scott, W. G. 
Scott and B. O. Anderson. 


WISCONSIN CEREAL PRO- 
ducts Co., Fort Atkinson, Wis., has 
been incorporated with a capital stock 
of $3,000, by V. Aldrich, V. Roick and 
J. Wegener. 


Grain Grading Explained 
At Ohio Meetings 


Approximately 200 shippers attended 
a series of district meetings sponsored 
by the Ohio Grain Mill and Feed Deal- 
ers association at Lima, December 2; 
Greenville, December 4; Middletown, 
December 5, and Washington CH, De- 
cember 6. The gathering scheduled for 
Fostoria, December 2, was postponed 
because of cold weather. 

Lectures and demonstrations on grain 
grading were given by the Grain In- 
spection Division, United States depart- 
ment of agriculture. Moving pictures il- 
lustrating the subject were also shown. 

It was pointed out to the dealers that 
it paid to appeal an inspection to the 
federal supervisor when the original in- 
spection did not agree with the shipper’s 
tests. When an appeal is requested the 
government inspector gets a sample 
from the car and makes a new test. The 
cost is $1.50 where the original inspec- 
tion is sustained but is free if the grade 
is changed. 

W. W. Cummings, secretary of the 
Ohio Grain, Mill and Feed Dealers as- 
sociation, urges all non-members to join 
the organization, and requests all pres- 
ent members to sign up their neighbors. 
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Wisconsin Seedsmen Plan to Curb 
_ Crop Trading Among Farmers 


More Than 60 Per Cent of Grains Now Bartered by Neighbors 
Dealers Looked Upon as Important Factor in Solving Problem 


HE Wisconsin Seed Council has 
taken under’ consideration a 
movement to combat the prac- 

tice of seed trading among farmers. 
Dealers in all parts of the state as well 
as wholesalers and distributors are ex- 
pected to ‘participate if the drive is 
launched. 

It is estimated by the Bureau of Mar- 
kets, United States department of agri- 
culture, that more than 60 per cent of 
the seeds planted on American farms 
are traded among neighbors. This prac- 
tice has created evil consequences for 
both the farmer and the seed industry 
and has arrived at a point where re- 
medial action is necessary. 

Practice Spreads Weeds 


Seeds traded among neighbors are fre- 


quently discovered to be contaminated 
with weeds. State inspection and grad- 
ing, intended to keep farm crops clean, 
is ignored. One farmer's seed often 
contaminates the whole neighborhood 
and by the process of intertrading, 
spreads to large areas. 

The seed industry also suffers. It has 
invested millions of dollars in equipment 
to make seeds clean. It employs experts 
to select grains adapted to. particular lo- 
calities and of a high quality which as- 
sures the farmer of good crops. State 
laws are strictly observed. But despite 
the constructive efforts of legitimate 
seed distributors and dealers, farm to 
farm trading has impaired the results. 
The farmer harms himself and doesn’t 
know it or does not want to know it. 
And the seed industry also suffers. 

Foreign Market Affected 

A disheartening consequence of farm 
to farm trading was reveaied by a Mil- 
waukee seedsman. 

“Twenty-five years ago,” he said, 
“foreign countries willingly paid a pre- 
mium for Wisconsin clover seed. Now 
it is almost impossible to get anything 
additional for it. The blame is placed 
on farm to farm trading which reduced 
the quality of the seeds and has been re- 
sponsible for several poor shipments 
which destroyed the confidence of the 
foreign market. There is, however, still 
very much good quality clover raised in 
Wisconsin.” 

On one occasion this same seedsman 
was informed that a certain farm lo- 
cality had an abundance of cloverseed 
for sale. He made a special trip to the 
territory and inspected the crop. Buck- 
horn, in abundance, was discovered in 
the cloverseed. When one of the farm- 
ers was informed of the presence of the 
weed in his crop he became indignant 
and accused the seed buyer of attempt- 
ing to disparage the quality of the seed 
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merely to be able to purchase it at a low 
price. Isolation of the buckhorn seeds 
from the clover failed to convincé him. 
He simply would not believe that his 
clover seed was impure. 

Trading Hurt Neighborhood 

Upon further investigation it was 
learned that this group of farmers had 
been trading and purchasing seeds from 
each other. One poor crop had contam- 
inated the entire neighborhood. Pur- 
chase of state inspected and graded 
seeds from a reliable dealer or distribu- 
tor would have prevented the bad ccn- 
sequences. 

The seed industry looks toward the 
dealers for a solution of the seed prob- 
lem. Their close contact with rural pat- 
rons is recognized as a valuable asset 
in educating the farmer against the prac- 
tice of neighbor to neighbor trading and 
the practice of buying seeds from unre- 
liable sources. 

How Dealers Can Help 

Sponsoring of farm meetings, coop- 
eration with the county agent and other 
agricultural workers and clubs are 
pointed out as means by which the sit- 
uation may be remedied. Dealers are 
also encouraged to instruct the farm- 
ers that they should submit samples of 
seed intended for sale or pufchase in the 
neighborhood to the state department 
of agriculture and markets. The in- 
spection fee is only 25 cents. 

Intensive sales work by dealers who 
handle certified seeds, is also looked 
upon as an important factor in solving 
the problem. Continued promotional 
work, with an appeal for better and 
cleaner crops on the farms is bound to 
have a beneficial effect. During the 
winter months when roads are poor and 
the dealer cannot make personal calls 
at the homes of his rural patrons it is 
advisable to use the mails. Newspaper 
advertisements, letters and pamphlets 
may be circulated to tell the story. 
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Dealers who assist in improving the 
conditions perform a valuable service to 
agriculture. They help to increase the 
prosperity of the farmer which will re- 
sult in increased business. 

_ Council Studies Problem 

The Wisconsin Seed Council and the 
Wisconsin Seed Dealers association, 
with which it is affiliated, recognizes the 
seriousness of the farm to farm trading 
problem and after due consideration, 
hopes to present a practical plan which 
will mutually help the farmer, the deal- 
er and the seed industry in general. It 
was organized a year ago to foster a co- 
operative, constructive spirit among 
seedsmen. The council also works close- 
ly ‘with state seed officials. At the !ast 
regular meeting officers elected were 
Peter Carr, L. L. Olds Seed Co., Madi- 
son, president; T. H. Cochrane, T. H. 
Cochrane Co., Portage, vice-president, 
and H. P. Courteen, Courteen Seed Co., 
Milwaukee, secretary and treasurer. 

General conditions of the seed business 
are on a par with last season, accord- 
ing to reports of the council. The sup- 
ply of cloverseed is especially good, 
while a slight shortage in timothy and 
alfalfa seeds is reported. 


JOHN G. BLANK AND CHARLES 
POLLOW, Cedarburg, Wis., have 
taken an option on the old Cedarburg 
mill and will convert it into a feed 
plant. The building is the largest in 
the city, is six stories high and was 
built by Hilgen and Schroeder, pioneer 
millers in 1855. C. G. Ruck, the present 
owner of the mill, will operate the busi- 
ness for the new purchasers. 


KILBOURN COOP. EXCHANGE, 
Kilbourn, Wis., recently erected a large 
barn with a concrete floor to shelter 
their customers’ horses. The idea has 
made a big hit with the farm trade and 
has helped to increase sales. 
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Prize Merchandising Ideas of 1929 


Selected From The Feed Bag 


Presented as Suggestions for New Year’s Business Resolutions 
Methods Are Trade-Pullers Used With Success by Other Dealers 


HE dawn of a new year is always 
an appropriate time to make res- 
olutions. It is an intermission 

which allows busy people to pause, re- 
view their past experiences and map 
their course for the future. 

During the past year The Feed Bag 
has published numerous merchandising 
articles which have been applied with 
satisfactory results by regular dealers. 
Ten of these business-building ideas 
have been selected for their outstand- 
ing merit. They are published here- 
with as suggestions for New Year’s res- 
olutions and as effective aids in making 
1930 a bigger and better business year 
than any of its predecessors: 

Mixes With Farmers 

1. One of the most successful feed 
dealers in New England makes a prac- 
tice of getting acquainted with agricul- 
tural workers and farm organizations. 
He holds office in the farmers’ club, is 
a director of a cooperative milk plant, 
and leads the 4-H poultry club in his 
locality. This dealer has been in the 
feed business for only a short time and 
has already made an outstanding record. 
He experiences little competition from 
the car door operators because of the 
close contact he maintains with his pa- 
trons. When folks in his neighborhood 
think of purchasing grain or feed they 
go directly to him. 


Seed Sales Idea 


2. An outstanding merchandising 
idea for selling seeds was used with re- 
markable success by a middle western 
dealer. His locality was experiencing 
an unusually hot, dry summer. Pastures 
were withered and the farmers were 
worried as milk production dropped. 
The dealer sat down one afternoon and 
thought it over. In-the warehouse ad- 
joining his store were 3,000 bushels of 
rye. It gave him an idea. He took 
his automobile and spent the rest of 
the afternoon among the farmers advis- 
ing them that rye was the best “catch 
crop” for pastures. Within a short time 
he had sold his entire stock of rye. 

Promoted Poultry Raising 

3. A prize idea for increasing poul- 
try sales was recently employed by a 
progressive Wisconsin deaier. He made 
a survey of his territory and discovered 
that the flocks on many of the farms 
were of inferior strain and in many 
cases not worth their “keeps”. He 
made arrangements with a hatchery to 
obtain pure bred chicks and promoted 
their distribution among the farmers. 
The result of his work was increased 
interest in poultry raising and _ better 
flocks. Feed sales were appreciably in- 
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PLACE TOUR ORDER HOW! 
Want Mare Poutiry Profits This 
at These Fertilizer Prices! | 


= 
S125 Cane Molasses $15.50 per barrel 


FERTILIZER PRICES ON THIS PAGE 


Come In And Tath 
Fertilizer Protiems 


LOMIRA ELEVATOR CO.- Joe Straub, Mgr.- LOMIRA, WIS. 


This circular brought a big volume of new business to a Wisconsin dzaler. 


creased. The dealer made more profit 
for his customers and for himself. This 
is a sound method of building perma- 
nent business. 

4. Another Wisconsin dealer drew 
business to his store like a magnet by 
issuing a large advertising circular. He 
used a large number of illustrations, pic- 
turing the products in stock. Five new 
customers were obtained as a result of 
the advertising in the circular and a 
large volume of new business was stim- 
ulated among regular patrons. Illustra- 
tions for the folder were obtained from 
manufacturers supplying the dealer with 
well-known feeds, fertilizers and seeds. 
Miniature cuts of drawings appearing 
on the front cover of The Feed Bag 
were also used. 

Quality Builds Business 

5. Strict adherence to quality and 
the maintaining of standard price levels 
has won success for several dealers in 
the face of unfair practices which often 
threatened to undermine them. Two 
partners located in a territory where car 
door competition is extremely intense 
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have demonstrated the value of standing 
faithfully by quality products. These 
two young men disregarded the price 
battle that was waging about them and 
appealed to the farmer on a result basis. 

“Show the patron that he will make 
more profit by using our feeds and he 
will gladly pay the price,’ they rea- 
soned. And how it worked! They are 
now showing the price cutters their dust 
in sales, and are building a trade with 
a firm foundation and with all of the 
qualities essential for permanent suc- 
cess. 

Service Brings Trade 

6. Two Wisconsin partners have 
singled out service as the important 
factor in business and are demonstrat- 
ing the wisdom of their choice with a 
constantly increasing volume of sales. 
They cull the farmers’ flocks and ad- 
vise them on the care and feeding of 
the hens. They have engaged an ex- 
perienced cow tester to visit their cus- 
tomers and assist them in keeping rec- 
ords of their herds and building them 

(Continued on Page Forty-seven) 


SHAVINGS Squanto Was Right ~~ ~ 
4 
| Lomira Elevator Joe Straub, 
QUALITY DAIRY FEED, Prices on Feeds *rewb’s Quality Mashes 


HERE are two ways of increasing profits 

which cannot be overlooked in the 
feed business. One is by increasing sales 
—the other, by lowering the cost of 
doing business. 


The Gold Medal Merchandising plan 
enables you to do both. You can main- 
tain a balanced stock, to cover practically 
every need with mixed carloads of Gold 
Medal Products. The savings on inventory, 
carrying charges, and handling cost show 
in your net profit when you purchase 
from a single source. 


Gold Medal full-line dealers lead in sales 
as well as profits. Gold Medal “Kitchen- 
tested” Flour is the largest selling most 
popular ftour in the world. Gold Medal 
“Farm-tested” Feeds are in large and 
increasing demand because they produce 
results, and Gold Medal Mill feeds afford 
you a quality and uniformity that only the 
vast milling operations of the world’s 
largest milling company make possible. 


Persistent Gold Medal advertising— 
national, as well as in your own farm 
papers—is constantly working for Gold 
Medal dealers, building up a still greater 
demand for Gold Medal “Kitchen-tested” 
Flour, and Gold Medal “Farm-tested” 
Feeds. 


If you want to increase your sales, your turnover and’ your profits write today for particulars. 


WASHBURN CROSBY COMPANY a 
Kansas City Buffalo \ 


Minneapolis 


“Farm Tested” 1 
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NOT MERELY A FULL LINE 
BUT,—a full line of quality products 


why not now? 
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JOHN W. ESHELMAN & SONS, 
Lancaster, Pa., has purchased a feed 
mill in Circleville, Ohio, and is equip- 
ping it with modern feed mixing ma- 
chinery. The main plant is located in 
Lancaster and a branch is operated at 
York. The firm is one of the oldest in 
the East, having been established in 
1842, and now has a daily capacity of 
100 cars. 


CONTINENTAL BROKERAGE 
Co., Chicago, Ill., is the name of a 
new firm recently organized to handle 
millfeeds, cottonseed and linseed meal, 
soybean meal and feed grains. O. C. 
Jacobsen, formerly connected with the 
feed trade at Minneapolis, will man- 
age the new firm. 


ALL STANDARD 
Haines Feed Mixers 
are built with the 
receiving hopper | 6 
inches above the 
level of the operat- 
ing floor. 


When preferred, 
Haines Mixers can 
be furnished with 
the top of the re- 
ceiving hopper de- 
signed to rest at 
floor level as illus- 
trated. 


It seems as if the New Year’s 
tions are getting all the breaks. 


* * * 
WRONG DEFINITION 
Jimmy: “Pa, L got a_fickin’ 


teacher on your account today.” 


resolu- 


from 


Feed Dealer: “How’s that, son?” 


Jimmy: “Do you remember, last night 


you told me what an inventory was.” 


The 


Haines Feed Mixer 


(Patented) 


—_ Send for Bulletin 20-F 
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THE GRAIN MACHINERY 


MARION-OHIO 


THE FEED BAG—JANUARY 


, 1930 


Feed Dealer: “Why, yes.” 
Jimmy: “Well, a ‘hell of a job’ wasn’t 
the right answer.” 
x 


Money talks, but it certainly has a lot 
of throat trouble right after Christmas. 
* * * 

OUT OF TUNE 

Neighbor Jones: “Got a husky, new 
calf at your place, ain’t yuh?” 

Neighbor Johnson: “Why, no, I got 
Johnny a saxophone for Christmas.”’ 

* 
CORNHAY WEAKLY NEWS 

Constable Bunks was found hanging 
over the ledge of his bedroom window 
on the second floor of his home New 
Year’s morning in a dazed condition, 
Some folks say he- had a_ nightmare, 
while most of the people are of the 
opinion that it was just one of his an- 
nual New Year’s eve hangovers. 

Joshua Born, local depot agent, an- 
nounces that there will be no more 
trains until Easter, all of the holiday 
visitors having gone home. 

The local Corn Growers’ Union an- 
nounces that it has sold all of its 1930 
crop on futures’ contracts. Chairman 
Judd Perkins reports that there is noth- 
ing like prohibition for farm relief. 

There is considerable peeping going 
on in the store of Lem Jones, local feed 
dealer, he having signed up with a 
hatchery to handle baby chicks. 

A Happy New Year to all exceptin’ 
those who owe for subscriptions to 
Cornhay Weakly News. 

Home is a place where you can turn 
off the radio when you don’t like the 
program. 

Ok Ok 


TOO OFTEN TRUE 

Farmer Perkins: “How is it that you 
can have all the feed you need?” 

Farmer Jones: “Why, I just buy it on 
the ’stallment plan.” 

Farmer Perkins: “Well, how do you 
meet your payments. You're just as 
broke as I am.” 

Farmer Jones: “Well, you see, that’s 


it. I just keep stalling the feed dealer 
off.” 


* * * 


Another candidate for the dumbbell 
club is the farmer who kept a shetland 


pony in an open barn to make it a draft 
horse. 


Ok Ok 
A PRESSING QUESTION 
Becky: “Do you really lofe me, 
Isaac?” 
Isaac: “Vy, Becky, vot a_ kvestion. 


Don’t I let you sit on my lap and spoil 
the creases from my pents?” 


\ Carefully Sifted for Feed Dealer Consumption ] 
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Central 


Served Well 
By Association 
During 1929 


HE Central Retail Feed associa- 

tion closes its 1929 records with 

the satisfaction that it has ac- 
complished something for its members 
and has assisted in promoting the wel- 
fare of the industry. 

It has been a busy year. The plan- 
ning of numerous district meetings, the 
careful and thorough analysis of major 
problems, the fighting of unfavorable 
legislation, the individual attention 
granted to complaints submitted by 
members have occupied every available 
minute of the officers’ and directors’ 
time. 

Successful Year Ended 

The elder Morgan once said, “If you 
want anything done, take it to a busy 
man.” The association, because of the 
many tasks which it undertook, has just 
completed the most successful year in 
its history from the standpoint of 
growth and accomplishment. Addition- 
al satisfaction is added to the 1929 rec- 
ord because all of tha members of the 
association reported a good volume of 
business during the past year. 

The work of the organization for 
1929 was started early. Realizing the 
need of a greater following to attain 
success in the projects which were 
planned, the board of directors of the 
association authorized a booster mem- 
bership contest at a meeting held De- 
cember 12, 1928. Prizes were offered 
and all members were asked to partici- 
pate. When the contest closed the 
membership of the association had been 
boosted 15 per cent, and with these re- 
inforcements in its ranks the organiza- 
tion began to work in earnest. 

Sponsored District Meetings 

At another meeting of the board of 
directors, February 12, a series of dis- 
trict meetings to be held throughout 
Wisconsin, Minnesota and Illinois, was 
planned. committee ap- 
pointed to give particular attention 
to all complaints and _ problems 
submitted by members’7 of the 
association. The conducting of a sur- 
vey on feed grinding and mixing costs 
with the object of providing dealers 
with a criterion on which they could 
base their prices to operate at a fair 
profit, was also authorized by the board. 

All of the plans made by the dealers 
were successfully carried out. District 
meetings were sponsored by the asso- 
ciation in Beaver Dam, Ripon, New 
Richmond, Wausau, Burlington and 
Fond du Lac, Wis. These meetings 
were directly responsible for the adop- 


Dealers 


tion of the cash basis plan by many 
dealers who are today operating at a 
greater profit and less worries. In 
many localities cooperative movements 
were launched to abandon the credit 
system. Whole counties, in  severa! 
cases, worked together to change to a 
cash basis and to make their territory 
credit proof. 
Helped Many Dealers 

The district meetings also prompted 
dealers to tell their troubles. Many 
problems were solved and, thousands of 
dollars were saved by those who took 
advantage of the opportunity to attend 
the meetings and profit by the pro- 
grams. Noted speakers who gave valu- 
able information to the dealers on per- 
tinent feed questions were obtained by 
the association for the district meetings. 
Dealers told their experiences and ex- 
changed ideas with their fellow trades- 
men. The feed industry as a result of 
the meetings became more _ closely 
united. The Central Retail Feed asso- 
ciation instead of asking the. dealers to 
come to it for aid, went out to their 
home towns to help them. More dis- 
trict meetings will be held during the 
new year and a larger territory will be 
included. 

Defeated Open Formula 

On April 15 another membership cam- 
paign was launched. Winners’ were 
awarded valuable prizes and many new 
members were added, further strength- 
ening the organization to carry out the 
remainder of its program. 

The reinforcements were added at an 
opportune time, for shortly after the 
membership drive was concluded, the 
association entered a legislative battle 
at Madison, Wis., to defeat an amend- 
ment to the Wisconsin feed labeling law 
which intended to make the sale of open 
formula feeds compulsory in the state. 
Victory was the result. The united 
voices of the feed industry received rec- 


ognition. The Central association dur- - 


ing the past year also engaged a special 
attorney to represent the members in 
all legal and legislative activities. The 
organization is ready to protect the 
dealer’s interests at all times. 
Record 1929 Convention 

Evidence of the confidence placed in the 
association and the importance which it 
has attained in the feed industry was re- 
vealed by the large number of dealers, 
manufacturers and jobbers who attended 
the 1929 convention held in Milwaukee 
last June. More than 400 feed trade 
members were present. It was the larg- 
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L. J. Hartzheim 


Mr. Hartzheim, president of che 
Central Retail Feed association, in 
behalf of all the officers and directors 
of the organization thanks the mem- 
bers for their loyal support during 
1929. The association has just con- 
cluded the most successful year in 
its history. 


est convention in the association’s his- 
tory. The program scheduled for the 
event was arranged upon a constructive 
basis, particularly to help the dealers 
solve their major problems. Among the 
outstanding features of the convention 
which won the approval of the trade, 
was the “Busy Dealers’ Feeding School” 
conducted by Professors J. G. Halpin 
and G. Bohstedt, University of Wis- 
consin, Madison. Speakers who con- 
tributed many valuable ideas to the 
dealers were A. W. Carpenter, sales 
manager, Larrowe Milling Co., Detroit, 
Mich.; W. D. Isham, Alfred N. Steele, 
Milwaukee, and John M. Kelley, New 
York City. Chain stores, credit, farm 
relief and many other current problems 
were thoroughly discussed. 
Officers Thank Members 

The Central Retail Feed association 
has now been operating for three and 
a half years and in this brief time has 
gained the reputation of being one of 
the leading feed trade organizations in 
the country. Committees are now at 
work planning a code of ethics to guide 
members in conducting their business. 
It is expected that this plan will in- 
crease the prosperity and improve the 
welfare of the industry. 

With the closing of the 1929 records 
the officers and directors of the asso- 
ciation extend their thanks to all mem- 
bers who so loyally supported the poli- 
cies of the organization during the past 
year. They look forward to an even 
bigger and better record for 1930, and 
sincerely wish all dealers a happy and 
prosperous New Year. 


JUNKMAN ELEVATOR CO., Riv- 
er Falls, Wis., has been incorporated 
with a capital stock of $12,000, by Mrs. 
Della, R. W. and C. Junkman. 


HOFA PARK MILLING CO., Rose 
Lawn, Wis., has erected a feed mill to 
do custom grinding. 
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Bulk of Nation’s Sales Still Made 


By Independent Dealers 


Chain Stores Will Never Displace Live, Progressive Merchants 
National Retail Survey Shows Many Significant Business Facts 


HEER up, independent retail feed 

dealers! The chain store cloud 
has a silver lining. 

Independent retail stores are still do- 
ing, by far, the largest bulk of the na- 
tion’s business and they will continue 
to prosper. 

This is not mere opinion. It is based 
on facts obtained in a survey of 11 
leading cities, representing a cross sec- 
tion of the United States, conducted by 
the department of commerce and ana- 
lyzed by Chester E. Haring, of Batten, 
Barton, Durstine & Osborn, one of the 
foremost advertising agencies in the 
country. 

Independents Are Better 


“The chain store has many disadvan- 
tages,” points out Mr. Haring, “and 
there is almost no possibility of the 
chain doing all of our retailing. 


“Lately the independents have seen the 
advantages they have over the chains. 
Real competition has opened the eyes 
of many independent retailers and has 
made them stronger and better mer- 
chants. They will continue.” 

The reports on which Mr. Haring 
bases his facts were collected from 
93,928 retail establishments, located in 
eleven leading cities. Of these, 78,778 
were independent stores and 14,150 were 
chains. The total volume of sales for 
these stores in 1926 was $4,224,109,100. 
Out of this amount the independents 
obtained $3,011,090,300 worth of busi- 
ness. The chain stores gathered $1,213,- 
' 018,800. Department stores, some of 
them classed as, independent and others 
as chains, are included in these amounts, 
however. The detailed classification, 
considering department stores separate- 
ly, is: 

Class of store Sales in 1926 % of Total 


Total $4,224,109,100 100.00 
Independent  2,598,172,100 61.51 
Chain 1,009,447,300 23.90 
Department 616,489,700 14.59 


Grocery Stores Surveyed 

Grocery stores were analyzed closely 
in the survey. The department of com- 
merce found 20,866 of these establish- 
ments in the eleven cities. Seventy-nine 
per cent were independently operated 
and 21 per cent were conducted on the 
chain plan. The individual retailers did 
59 per cent of the total volume of busi- 
ness, while the chains obtained 41 per 
cent. 

In a more broad survey of the gro- 
cery field, Mr. Haring reports that there 
are about 400,000 grocery stores in the 
country. Of this total, 65,000, or one 
out of seven, are chain units. 
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Development of the chain store sys- 
tem in the drug store field has been less 
pronounced, according to Mr. Haring. 
He points out that out of 50,000 to 55,- 
000 drug stores in the country, only 


HAIN store competition has 
C created much discussion and 

some worry among indepen- 
dent retail feed dealers. The 
situation when analyzed is not 
as serious as it may seem and 
the live, progressive dealer is 
here to stay for many years to 
come. This is the first of a series 
of articles which will be pub- 
lished in The Feed Bag on the 
chain store situation and its re- 
lation to the independent retail 
feed dealer in the field of mer- 
chandising. It will pay every 
dealer toread them. Watch for 
forthcoming issues. 


2,725, or less than 5 per cent, are chain 
units. 
Feed Industry Touched 


The feed industry has experienced the 
introduction of the chain system into 
its field and its appearance on the hori- 
zon has been an ominous source of 
worry for many independent feed deal- 
ers. The individually owned store, how- 
ever, is selling by far a larger total of 
merchandise than the chain competitors. 
But, as Mr. Haring points out, this com- 
petition has “opened the eyes of the in- 
dependent retailer and has made him a 
stronger and better merchant”. 


Chain store methods of merchandis- 
ing have been outstandingly effective. In 
the department of commerce survey of 
the eleven cities it was revealed that the 
average sale per' store of the chains was 
twice that of the independents. For 
every $1.00 worth of goods marketed by 
the individual store owner, the chain 
unit sold $2.00 worth of merchandise. 
This was true in every one of the eleven 
cities with but a single exception. The 
average annual sales of the independent 
store was $37,743 and for the chain store 
$83,726. 

Drug Chains Thrive 


In the drug store field, although only 
5 per cent of the stores are chains, they 
obtained 20 per cent of the total volume 
of business. One of the large drug 
chains reported that only 33 per cent of 
its business is in medicines, while the 
remaining 67 per cent comes from the 
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soda fountain, toilet goods, tobacco, 
candy, sick room supplies and rubber 
goods. By applying effective merchan- 
ising methods the chain drug stores 
have been able to obtain an average 
sale per store of $95,000 while the aver- 
age independent does a business of only 
$27,000. 

These figures are convincing evidence 
that the independent retail feed dealer 
should study the merchandising meth- 
ods employed by the chain stores and 
adopt them or devise new and better 
methods of selling. 


Must Remain on Toes 

“A large proportion of independent 
retailers make a bare living,’ declares 
Mr. Haring. “Their death rate promises 
to be larger in the future because inef- 
ficient retailers are being crowded out 
by their more efficient neighbors and by 
the chains, and they are being scrutin- 
ized more carefully by the wholesalers.” 

Wideawake, progressive feed dealers 
need have no fear of the chain store 
menace. The man who keeps his eyes 
open and studies and adopts modern 
merchandising ideas, profiting by the 
chain establishment’s methods, will con- 
tinue to obtain with his fellow indepen- 
dents, the bulk of the nation’s business. 
The listless, indifferent dealers, as point- 
ed out by Mr. Haring, must fall by the 
wayside. 


MILL ROBBERS SENTENCED 

Determined to set an example which 
will act as a warning and put an end 
to the many robberies and burglaries 
of feed stores and mills in western New 
York, Judge William L. Barnum, of 
Syracuse, handed out severe sentences 
to two men who were convicted in his 
court of holding up Mrs. Mollie J. Mor- 
loch, proprietor of a feed store in that 
city. Judge Barnum sentenced Roy J. 
Guyette to 20 years for his participa- 
tion in this robbery and added five to 
ten years for illegal possession of a 
gun. Peter L. Thompson, the second 
man, was sentenced to 12% to 25 years 
for his part in the crime. 


NORTHWESTERN FLOUR & 
Feed Co., Chicago, Ill., has been incor- 
porated with a capital stock of $50,000 
by Samuel Richman, and Max and Isa- 
dor Sugar. 


MODESTO GRAIN CO., Modesto, 
Ill., has been incorporated with a capi- 
tal stock of $10,000, by John Hall, C. A. 
Ross and Jerry Tibias. 


North American Cars 
Loading at Cuban Mill 


GENUINE 

CUBAN 
BLACKSTRAP 
MOLASSES 

FOR FEED 
MANUFACTURERS 


Buy From The 


Largest Independent 
Molasses Importers. 
Quality Molasses. 
Immediate Service. 


One of Our Fleet of Nine 
10,000 Ton Molasses Steamers 


One of Our Tank Farms 
in Cuba 


Delivery Guaranteed 
of Cuban Blackstrap 
Molasses. No Sub- 


stitutes. 


THE NORTH AMERICAN TRADING & IMPORT CO. 
CUBA TERMINALS 260 SoutH Broap St. | U. S. TERMINALS 
PasTELILLo ANTILLA PuiLaDELPHIA New 
Crenruscos Havana PHILADELPHIA, Pa. 


QuaNTANAMO SacGua 
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Larro Dairy Ration has been improved. Your Larro 
Research Farm has scored a noteworthy triumph. The 
feed which for seventeen years has been the standard 
by which all other feeds have been judged is even 


better than it was before. ae 
The phrase “As Good As Larro” must now acu farm 
take on a new meaning. conditions 


The new Larro by virtue of higher milk production has 

a greater feeding value than the old Larro by more than 
$3.00 a ton, based on present values for feed and milk, 
—$3.00 a ton more profit for Larro feeders, and the improved 
Larro costs no more. 


This improved Larro was not a stroke of chance. For more 
than seventeen years, the Larro Research Farm has been at 
work checking and testing feeds. Theories about proteins, 
vitamins, minerals and roughage have been tested by actual 
feeding trials under practical farm conditions in more than 
one hundred different formulas. The improved Larro has 
been under test for five years against many other combina- 
tions of feeds. Under long and short time tests and under 
many varying conditions its greater feeding value has been 
proved beyond question. 


The improvement is not sensational—no feed could be sensa- 

tionally better than the old Larro—but $3.00 a ton 

added to the high profit over feed cost that 

Larro feeders havwe already been getting is a 

notable accomplishment. As a uniform health- 

a feed the new ration is the same as Larro always 
s been. 


THE LARROWE MILLING COMPANY 


DETROIT, MICHIGAN 


Larro Family Flour 


FEEDS THAT DO NOT VARY 
FOR POULTRY—HOGS—DAIRY 


The Larro Research Farm is your farm. It 
is working for you continuously, searching 
for better feeds but in no case will a change 
be instituted until it has been proved defi- 
nitely to be a change for the better. 


We repeat our promise of many years’ 
standing. The rro Formula will 
not be changed unless a better 
one ean be found. If itis changed 
you will be told about it. The 
of Larro will never be 

wered as long as Larroismade. 
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Dealer Cooperation 
Cash System 


Will Help 


Solve 


Credit , 


By Prof. Earl H. Rinear 


University of New Hampshire 


RAIN dealers are not usually re- 
ferred to as economists but ac- 
cording to the fundamental prin- 

ciples of economics, grain dealers are 
productive because they are rendering 
services which satisfy the wants of 
others. Giving credit is one of five main 
services which you furnish your cus- 
tomers. We learned in New Hampshire 
that there was an average of $934,500 
carried by 85 grain dealers in accounts 
and notes receivable during the year 
1926. Of this number there were 47 
who had less than $5,000 en the books. 
The largest amount carried by one deal- 
er was $97,000. Usually the largest part 
of grain store credit is on the book and 
not in note form. 
Cash Basis—No Worry 

When we approach this subject from 
the angle of cost, we find a wide range 
in figures because some dealers are able 
to handle this problem more efficiently 
than others. The men who are on a 
cash basis have no worries. We found 
22 stores in New Hampshire which 
were on practically a cash basis. 

Under what conditions may credit be- 
come a handicap to grain dealers? 

1. Credit is a handicap to the dealer 
when the amount charged does not 
equal the costs such as lost interest, 
bookkeeping, postage, stationery, col- 
lection fees and bad debts. 

2. When the amount charged for 
credit greatly exceeds the charge at the 
bank. 

3. When the sales are practically all 
on a credit basis, the trade is likely to 
form the opinion that prices are high 
at this store. It makes an opening for a 
new store or other forms of competi- 
tion. 

Credit Costs Vague 

Many dealers do not appreciate the 
more or less obscure costs involved in 
extending credit and oftentimes these 
costs are overstepped. We found much 
variation in the amount allowed for cash 
in New Hampshire. Thirty-one of those 
reporting did not allow anything off on 
cash sales, but 50 per cent deducted from 
5 to 9 cents a bag for cash. Managers 
should differentiate between cash and 
credit sales. Each is a distinct service 
and it is not fair to the cash or: credit 
buyers to charge the same price. 

Referring to a rural store credit study 
made in New York, as given in Cornell 
station bulletin No. 430, it was found 


that the cost of grain store credit when 
expressed on an annual basis was over 
13 per cent, which is more than twice 
as great as the cost at the bank. The 
average yearly net cost for ail feed 
stores was $1,507. On a percentage 
basis, these credit costs were distributed 
as follows: 
Lost interest, 36 per cent, or $542.50. 
Accounting, 25 per cent, or $391.82. 
Office supplies, 5 per cent, or $75.35. 
Collection, 10 per cent, or $150.70. 
Bad accounts, 23 per cent, or $346.61. 
What is the best way to reduce credit? 
One grain dealer in New Hampshire 
tried to solve this problem by selling his 
store to the manager before the accounts 
were outlawed. This gave opportunity 
to enforce collections. The same pro- 
cess was repeated a few years later when 
the manager would sell the store back 
to the original owner. 


Cash Discounts Cut Credit 

We found in our grain store study in 
New Hampshire that there was a de- 
cided tendency for the credit sales to 
decrease as the amount allowed! for cash 
increased. How far this could be prac- 
ticed in relation to the gross margin, I 
am not prepared to say. The men who 
were on a cash basis would be one of 
the deciding factors, another, how 
cheaply credit can be handled by the 
grain dealer. It is doubtful if very 
many dealers can furnish credit as 
cheaply as a bank. 

There were 23 per cent of the dealers 
in New Hampshire who did not send 
out a statement regularly, contrasted to 
the 77 per cent who did. Fifty-three 
per cent had established a 30 day limit 
and 38 per cent had no time limit what- 
ever. Figures are not yet available to 
measure the influence, if any, of these 
factors on the credit problem. But it 
does show a lack of appreciation of 
credit costs. 

During the past year the station has 
been receiving and collecting retail cash 
prices for commodities of the same 
brand from over 50 grain dealers in 
the state. Tabulating of this material 
shows very definitely that those stores 
where a large portion of sales were for 
credit, this greater overhead is reflected 
in a higher selling price, even though 
the price quoted is on a cash _ basis. 
This tends to show the cost of credit 
is paid by the cash as well as the credit 
buyers. 
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Lynne P. Townsend 
Mr. Townsend, secretary of the 
New England Retail Grain Dealers 
association, was instrumental in 
bringing the talk published herewith 
before the members at the recent 
annual convention. 

In Manchester the merchants are for- 
tunate in having the services of a credit 
association which informs its members 
regarding those people on the black list. 
In this way, those that have run their 
limit of promises to settle cannot go 
to other merchants and work the same 
scheme. When these people settle their 
back accounts their names are taken off 
the black list and all members of the 
credit association are notified at once. 
However it is doubtful if a credit asso- 
ciation would be practical in rural com- 
munities. 

.In making the state survey a general 
merchandise store was found where the 
proprietor had been forced to stop hand- 
ling grain because practically all sales 
were put on the book. In due time he 
was able to collect these accounts. He 
then went back to handling grain but 
did a strictly cash business. It is ques- 
tionable how many grain dealers would 
think they could afford to follow such 
a drastic plan although it might pay 
many of them in the long run. 

A store located in the northern part 
of New Hampshire started in, about five 
years ago, on a strictly cash basis. The 
manager said that he was advised from 
many sources not to attempt it, that 
the farmers could not pay cash. But 
this man’s business has increased year 
by year because his small margins were 
reflected: in a lower price for grain. One 
of his competitors stated last spring that 
this manager was setting- the pace for 
the rest to follow. 

Perhaps a combination of the plans 
suggested by the man who sold out his 
business and of the other who started 
on a cash basis is the correct solution. 
It is a common sentiment among deal- 
ers that they would like to be on a 
cash basis but are afraid to take the 
forward step for fear of’ making a mis- 
move. The men who have been able 
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to bring this: change about successfully 
have done so in a broad-minded way. 
They have notified their trade of the 
expected change through advertising in 
the local papers and by circular letter's 
at least four months in advance. Every 
possible chance is given a customer to 
state his side of the question and for 
the store manager to make suggestions 
of ways which the customer may ar- 
range his finances so that he will not 
be embarrassed by the new system. Af- 
ter the system‘has been adopted it takes 
backbone to stay by it, because innum- 
erable reasons can be advanced by some 
customers who feel they are entitled to 
extra service. 


Farm Inventory Proposed 

Apparently a limited amount of store 
credit may be justified as a convenience 
to the trade but costs are too high to 
consider it as a regular source of capi- 
tal. If these facts were appreciated by 
the grain dealers and farmers alike, the 
problem of store credit could be easily 
adjusted. It is therefore a matter of 
education by your association as well 
as other agencies coming in contact with 
farmers. 

We have one man in our extension 
service who expects to devote a large 
part of his time during the coming year 
in assisting county agents to get farm- 
ers to take an annual farm inventory. 
Such inventory will enable a farmer to 
show his net worth and when taken 
yearly, it will show how much he is 
getting ahead financially. It should pro- 
vide a good basis for establishing credit 
at a bank, the slogan adopted being, 
“Your Banker Is Entitled to the In- 
formation Which Your Credit State- 
ment Gives Him, and You Are Entitled 
io the Better Credit Standing Which the 
Credit Statement Gives You.” 

In keeping with this movement the 
grain dealers organization could afford 
to adopt the following slogan which 
could be used as a poster and hung up 
in the store: 

“A Grain Store Is Better Equipped 
to Furnish Grain Than Credit. A Bank 
Is Better Equipped to Furnish Credit 
Than Grain.” 


Dealers Should Cooperate 


In addition the dealers should agree 
on certain policies and methods of pro- 
cedure so that all will be on an even 
basis. The following points are offered 
as suggestions for further consideration 
and discussion. 

1. Recommend to the trade that 
they go to the local bank, borrow money 
and pay cash at the stores. 

2. Establish a credit limit for cus- 
tomers which would be in keeping with 
the idea of credit for convenience only. 

3. Agree on the amount to be al- 
lowed off for cash whether by the bag 
or on a per cent: basis. 

4. Adopt a 30 day credit system, in- 
terest to begin in note form if unpaid. 

5. Encourage farmers to go to the 
county agent and get all the assistance 
possible from the extension service in 
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making credit statements. 

Cooperation among grain dealers is 
becoming more necessary. Good roads 
and new methods of distribution are re- 
ducing the isolation which many dealers 
formerly enjoyed. The efficient men 
who are apparently safe from outside 
competition oftentimes refuse to join an 
association or assist in any way to help 
nearby dealers who may be less efficient. 
Such men are similar to the ostrich 
who hides his head in the sand. He 


Samuel Howard 
Mr. Howard, Ware, Mass., was elected 
treasurer of the New England Retail Grain 


Dealers association at the recent annual 
convention. 


might have made valuable suggestions 
to others which would aid them to re- 
duce their labor, delivery and credit 
costs, so there would be no opening for 
another competitor in the immediate 
neighborhood. 


Farm Relief Discussed 
By Purina President 


Farm relief will come from within 
rather than through government aid, 
William H. Danforth, president of the 
Ralston-Purina Co., St. Louis, told east- 
ern Purina dealers at a recent conven- 
tion held at the Benjamin Franklin ho- 
tel, Philadelphia, Pa. More than 500 
feed men and agricultural workers at- 
tended. 

Mr. Danforth also pointed out the 
growing importance of the cash and 
carry basis in the feed business, and 
cited it as an example of economic im- 
provement in farming. 

“The importance of the cash and 
carry basis of buying feeds and other 
farm supplies,” he said, “has not been 
recognized up until now. Most farmers 
formerly compelled dealers to carry 
their accounts from one ta ten months. 
The result was frozen credits for deal- 
ers, and in the event of crop failures, 
the suffering of heavy losses. 

“Bankers now show a willingness to 
finance dealers in farm supplies who 
have demonstrated their fitness to serve 
their trade. The whole system by which 
agriculture is financed is undergoing a 
change for the better.’ 

The: trend toward diversified farming 
rather than the one crop plan was 
pointed out as another indication of im- 
provement in the farm situation. 

“Farm relief will come from within 
rather than through government aid,” 
Mr. Danforth declared. “Application of 
business methods to farming will bring 
the surest results.” 

Among other Purina officials who at- 
tended the dealers’ convention were 
William Sample, vice-president and C. 
E. Dutrow, sales manager, Atlantic 
States. 


By F. 


F KERN, Sparta, Wis., veteran dealer 
¢ who has been engaged in the feed 
business for the past 30 years, has given 
the benefit of his experiences to fellow 
tradesmen in various articles published 
in The Feed Bag during 1929. Mr. 
Kern has practiced what he preaches. 
The success of his policies are demon- 
strated in the successful business which 
he built. An annual volume of business 
aggregating over $1,000,000 is transacted 
by his company. 

Dealers who are planning to make 
New Year’s resolutions and improve 
their past records during 1930 will find 
many valuable guides in a brief review 
of Mr. Kern’s “Choice Kern-els” of ad- 
vice, which follow: 

Charge for Your Labor 

1. Remember to charge for your own 
labor, rent for your property, and in- 
terest On your investment before you 
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Choice “Kern-els” 


Kern 


figure your net profit for the year. 

2. Don’t be too willing to extend 
credit to a new customer. Investigate 
his financial standing beiore you put 
him on the books. : 

3. By all means, join your local asso- 
ciation. 

4. Handle feeds that will produce 
profits for your patrons. 

5. Concentrate on fewer brands and 
push them. 

Be Partner, Not Rival 

6. Consider your competitor as a 
partner and not an enemy. Your goal 
is profit, not rivalry. 

7. Base your retail feed prices on the 
current market, regardless of your buy- 
ing cost. The dealer should maintain at 
least a 10 per cent margin between what 
he paid for the feeds and the price for 
which he sells them. 
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OPEN 
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current 


tramp iron 


dropped clear of 
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Closes 
etself 


CLOSED 


Showing separator 
with trap closed. 
Closing switch 
qutomatically throws 
into closed posi- 
tion. No rapes 

chains or other de- 
pices required to 

reset trap. 


.-«- Lhe only Magnetic Separator of its type pos- 
sessing this remarkable Self-Closing feature 


AMAGED grinding machinery, dangerous trap, dropping collected iron and preventing 
impurities in finished product, dust ex- its dispersal into the grain. Turning on 
plosion—these are possible results of tramp current automatically closes trap. No ropes, 


iron. The Type FT Stearns Magnetic Sep- chains or other devices are required to reset 
arator, made simple and compact for the trap. The Stearns Type FT is the only mag- 


needs of small mills, pro- 
vides full and positive pro- 
tection against tramp iron. 
The complete Separator is 
attached directly to spout 
or feed table. When tramp 
iron has collected it is re- 
leased by cutting off current, 
which automatically opens 
trap as illustrated, drop- 
ping the trampiron. This is 
an important safety feature 
as failure of electric current 
automatically springs the 


Write for this valu- 
able bulletin on Mag- 
netic equipment for 
flour, feed and cereal 
mills 


netic separator of its kind 
possessing this remarkable 


“STEARNS automatic feature, fully 


BU covered by pending patent 

MAGNETIC “EQUIPMENT application. 

... provides positive 

protection against 
Tramp Iron 


Get the complete facts on 
this Separator, which 
because of its low cost, 
makes positive protection 
by magnetic separation 
available to small mills as 
well as large. 


MAGNETIC MANUFACTURING COMPANY 


277-23rd Avenue Milwaukee, Wis. 


| MAGNETIC MFG. CO.. 277-23rd Avenue, Milwaukee, Wisconsin. 
Please send me Bulletin No. 90 and complete facts on Type FT Separator. 
Name 
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Quaker 
FUL-O-PEP 


FEEDS 


wide-awake feed 
dealer wants satisfied cus- 
tomers, quick turnover, low in- 
ventory, sure profits. He wants 
new business. He wants adver- 
tising support. He wants co- 
operation, prompt shipment, 
and sound merchandising advice. 
Quaker Feeds and Flour have 


all these for him in heaping 


Quaker 
has what the live 
feed dealer wants 


warn CHICAGO USA 


Q Ost Gapary 


measure. No wonder so many 
good dealers have changed to 
Quaker. For Quaker Feeds and 
Flour are in demand. Quaker 
users are increasing. Quaker 
superiority is founded on the 
best scientific formulas, tried 
and proved at our two experi- 
ment farms. Write for informa- 


tion today. A card will do. 


THE QUAKER OATS COMPANY, Chicago, U. S. A. 


BUY RES FEEDS 


A 
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THE FEED BAG 
PLEDGE 


When the first issue of The Feed Pag 
was mailed in August, 1925, we pro- 
mised our readers that the paper would 
maintain an independent editorial policy and that it would 
be dedicated to the service of feed dealers. The Feed Bag 
has now been published for four and a half years, 54 months, 
and we are mighty happy to be able to herewith make the 
same pledge, a pledge which has now been reaffirmed ten 
times: 


“We pledge you, Mr. Dealer Reader, that The Feed 
Bag is not and never will be the organ of any’ jobber, manu- 
facturer, miller or group of the same. Its sole interests are 
in the dealer. The Feed Bag is and will always be edited 
as a dealer organ—dedicated to the service of the dealers as 
a group in the belief that when the group is served, so are 
the individuals comprising it.’ 

In the past 54 months the problems of the feed dealer 
have been immeasurably increased and most fortunately, at 
the same time, The Feed Bag has greatly increased, its abil- 
ity to serve. Many dealers are now manufacturers as well 
as distributors of feed and consequently our editorial con- 
tent now includes articles with reference to manufacturing 
problems. Chain store merchandising has become a factor 
in the feed industry and our editorial content consequently 
includes articles with reference to how chain feed stores 
operate and how established independent retailers can meet 
chain store competition. Credit versus cash basis, deliveries, 
grinding, mixing and new developments in feeding and feed 
legislation are just a few of the many other topics given at- 
tention in the editorial columns of The Feed Bag. 

The Feed Bag enjoyed its best and most prosperous 
year in 1929. The paper carried more advertising and in- 
cluded more editorial content than any other publication 
serving the feed industry. As our advertising and circula- 
tion and revenue increased, we diligently increased the qual- 
ity of our publication by obtaining more costly articles, 
buying more pictures, drawings and engravings for illustra- 
tions and by introducing such features as the price charts 
and the Roto-Pictorial section. We also increased our direct 
service to the feed industry through correspondence, work in 
the field and our contacts with the various feed trade organi- 
zations, particularly the three which have named The Feed 
Bag as official publication—the Central Retail Feed associa- 
tion operating in Wisconsin and adjoining states, Eastern 
Federation of Feed Merchants operating in New York, New 
Jersey and Pennsylvania, and the New England Retail Grain 
Dealers association. 

It is with great happiness that we are able to write 
here that all progress which The Feed Bag has made has 
been wonderfully recognized and rewarded by its readers, 
advertisers and friends. The fact that our advertising vol- 
ume and revenue has continued to steadily increase from 
month to month is ample evidence of this appreciation and 
recognition. In addition, our mail from the feed trade has 
steadily increased until today we receive about twice as 
many letters in any one month as we did only one year 
ago. Many of these letters are requests for service or in- 
formation of one kind or another but many are particularly 
written to comment and compliment us on some article or 
some feature of one or several issues of The Feed Bag which 
appealed to the writers of these various letters. 


In consideration of all this, we can only promise con- 
tinued adherence to the policies of the past which have made 
The Feed Bag successful and steady improvement, whenever 
or wherever possible, in the quality of our publication and 
our service to its readers, advertisers and friends. 
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MERCHANDISING 


Independent retail dealers are still 
1S THE SOLUTION doing the bulk of the nation’s busi- 


ness. This is the consoling news 
presented by a merchandising expert in an article appearing 
in this issue of The Feed Bag. Chain stores, in his opinion, 
will never displace the live, progressive independent dealer. 
The indifferent, careless merchant must fall by the wayside. 

Which of these two business men will you be—the, suc- 
cess or the failure? It will all depend on your future atti- 
tude. 

The survey made by the United States department of 
agriculture and upon which the statistics presented in The 
Feed Bag are based, points out a fact that should arouse 
every dealer to action. It shows that the chain stores do 
a larger average volume of business per unit than the in- 
dependents. For every $1.00 worth of goods sold by an 
independent, the chain store sells $2.00 worth. 

What is the reason? The answer is better merchandis- 
ing, and this is the factor which independent dealers must 
study and apply in the future if they, in the: aggregate, are 
to continue to do the bulk of the nation’s business. 

Good selling is the retailer’s straight road to success. 
The man who neglects to improve his merchandising meth- 
ods has one foot in the pit of failure and another on a 
banana peeling. 

How can the feed dealer inject improvement into his 
selling methods? Many sources are available. The first is 
the chain store itself. The methods used by it can be em- 
ployed as the basis for the independent store. It is better 
still, if these methods can be made even more effective by 
the dealer’s own originality. 

The Feed Bag is a regular source. Nothing is spared 
to bring successful merchandising ideas to its readers every 
month. An evening spent in carefully scrutinizing The 
Feed Bag will be most profitable. 

Competitors furnish ideas; the manufacturers of pro- 
ducts which the dealers handle are anxious to hand out 
selling information. 

Sources of merchandising ideas are to be found around 
every corner. Now, more than ever before, the independent 
dealer must keep his eyes and ears open. He is still doing 
the bulk of the nation’s business and he will continue to do 
it if he will strive continually to study and apply the art of 
merchandising. 


REMEMBER 


This issue of The Feed Bag con- 
THE ADVERTISERS 


cludes the most ‘successful year in 
its history. And on the threshold 
of a New Year we look forward and hope that at the end 
of another 12 months we may repeat this same good news. 


Good, helpful, attractively presented editorial content, 
loyal, interested readers and satisfied advertisers are all 
necessary for success. The Feed Bag, we happily believe, 
has all of these. 

It is the advertisers, in the last analysis, however, who 
pay the bills. The amount of advertising sold automatically 
determines how much can be spent for editorial content, 
research work, illustrations and the number of pages’ which 
can be included in each issue. 

Therefore, remember the advertisers, Mr. Reader, if you 
are interested in helping to make The Feed Bag grow. Give 
them your business whenever you are in the market for 
their products. By patronizing them you will enjoy dealing 
with reliable, responsible firms, and will help make The 
Feed Bag a magazine of which both you and we can con- 
tinue to be justly proud. 
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2257 lbs. of OATS through 1-16 screen 
Using only 1.56 K. W. per 100 lbs. 


A “MIRACLE ACE” HAMMER MILL 


This many pounds of oats were ground in 
1 hour on a No. 3, Super MIRACLE ACE . 
HAMMER MILL using only 50 h.p. | 


Our No. 5, Super MIRACLE ACE direct 
connected to a 75 h.p. motor will do 50% 
more than the No. 3, Super. 


No other hammer mill, at any time or 
any place, ever approached these figures, 
nor can they approach them with their 
present design. 


The MIRACLE ACE HAMMER MILL 


has in every test always outground every 
other hammer mill, we will put a MIRACLE ACE in competition with any hammer 
mill. 


The “MIRACLE MOLASSES PROCESS” 


Is revolutionizing the manufacture of sweet feed. This new patented process, pro- 
tected under the Agee patents, the only successful way of handling cold molasses, 
stands all alone, there is nothing like it. 


The MIRACLE MOLASSES PROCESS 
makes sweet feeds much cheaper and 
makes them of better quality than they 
can be made in any other way. 


It is in operation in every feed mill state 
of the union and is making more money 
for its users than they ever made before. 


Let us send one of our demonstrating 
trucks to your place and show you how 
easily we can put molasses in your own 
feeds with this wonderful process. 


Our booklet the ‘MIRACLE ACE HAMMER MILL” describes this mill, and our ‘‘MIRA- 
CLE SWEET FEED PROCESS” booklet tells you all about the Molasses Process, either 
or both will be sent you on request. 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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Can You Answer These Questions 


Often Asked by Feeders? 


Farmers Place More Confidence in Dealer Who Knows Facts 
Queries Frequently Made by Patrons Are Listed Herewith 


URING the course of a day’s 

trading feed dealers are often 

confronted with questions which 
the farmer will ask them. Promptness 
in answering the queries and the add- 
ing of practical advice inspires confid- 
ence in the customer and helps to in- 
crease business. A member of The Feed 
Bag staff has made an investigation and 
selected a group of questions which 
farmers most frequently ask the dealers 
and has answered them in full. If the 
feeder should ask you these questions 
would you know what to say? 


WORMS IN CHICKENS 

What are the symptoms of worms in 
chickens? 

The symptoms are weakness, pale- 
ness of the eyes and comb, diarrhea, 
lameness, blindness, paralysis, crooked- 
neck, drowsiness and many other signs 
which indicate general lack of thrift. 
Certain kinds of worms do not cause 
severe symptoms and the greatest dan- 
ger of any kind is that the resistance 
of the bird is weakened and there is 
greater danger of other diseases getting 
started. 

What are the remedies for worms in 
chickens? 

There are many good remedies on the 
market, but the best way to avoid the 
difficulty is to have clean sanitary con- 
ditions in the houses and onthe range. 
Chickens seldom get infected with 
worms on new range. They should 
not be allowed to range on the same 
ground for more than one season. 

HOW MUCH PROTEIN 

How much protein should a good 
ration for dairy cows contain? 

The quality of the protein is really 
more important than the amount. When 
good clover or alfalfa hay is fed the 
ration need not contain any more than 
18 to 20 per cent protein. If the feeder 
also has good silage to feed his cows 
he will get good results with a con- 
centrate ration containing only 16 or 
16% per cent protein. But if the hay 
is of poor quality, the grain ration must 
supply most of the protein and 22 per 
cent to 24 per cent will be required. 
But in any case the quality of the pro- 
tein is very important. Protein derived 
from corn, grain or seed by-products 
is especially suitable. Balance and va- 
riety are also points that must be con- 
sidered. 


CORRECT SALT MENU 


How much salt should my cows get? 
Dairy cows need salt all the year 
‘round. The amount depends upon the 
size of the cow and the amount of milk 


she is giving. As a general rule the cow 
should receive three-fourths of an ounce 
per day per 1,000 pounds of live weight 
and three-fourths of an ounce for each 
20 pounds of milk produced daily. <A 
cow weighing 1,000 pounds and giving 
60 pounds of milk daily should get 
three-fourths of an ounce for her body 
and two and one-fourth ounces for her 
milk or a total of three ounces of salt 
per day. 
WHY BALANCED RATIONS? 


What is the use of balancing a ration 
as long as my cows get all they want 
to eat? 


In the first place it is waste and ex- 
travagance to feed a ration that is not 
balanced. When you feed balanced ra- 
tions cows will produce more milk for 
less money spent for feed. Feeding an 
unbalanced ration forces the cows to 


Action Is Taken Against 
Misbranded: Feeds 


A campaign under the supervision of 
the Food, Drug and Insectide Admin- 
istration of the United States depart- 
ment of agriculture against the practices 
of misbranding, mislabeling and adul- 
teration of commercial feeds to protect 
farmers is in progress. Decided im- 
provement is reported as a result of the 
work already. done. 

Action against a producted branded 
“peanut meal’? with an interstate distri- 
bution was recently taken by the Food, 
Drug and Insectide Administration. It 
was discovered that this product was 
composed, only of the ground germs 
and red skins of the peanut. Standard 
peanut meal consists of peanut meats 
from which most of the oil has been 
pressed out. This genuine product is 
an excellent stock feed, containing from 
36 to 43 per cent protein. The mis- 
branded product which was’ placed on 
the market contained less than 20 per 
cent protein. The illegal feed was 
seized and criminal action was instituted 
against the shipper. 

Feed mills are exercising greater care 
in the preparation of their products and 
do not make shipments until they know 
the analysis of the feed in the car and 
the campaign has resulted in general im- 
provement in composition and labeling 
of a number of doubtful mixtures, the 
United States department of agriculture 
announces. 


ELMER STEWART, Racine, Minn., 
has opened a new feed store. 
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eat a large percentage of their 
feed which cannot be turned into milk. 
In 100 pounds of milk there are about 
3% pounds of protein, 5 pounds of car- 
bohydrates and 4 pounds of fat. All 
three of these must be present in the 
feed in the correct proportions in order 
to produce milk without waste of feed. 
FEED FOR TURKEYS 

What kind of feed shall I feed to my 
turkeys? 

Commercial laying mash is as good 
as any feed for turkeys. For starting 
little turkeys or poults any successful 
chick starter mash will produce excel- 
lent results when fed to poults. 

Is it good practice to feed soybean 
hay to fattening, lambs? 

Soybean hay is very satisfactory for 
lambs, but experience shows that good 
alfalfa is superior because there is less 
waste. 

What is the best kind of feed for lay- 
ing hens? 

Any good commercial scratch feed is 
satisfactory, but feeders should be 
warned not to use grains that are moul- 
dy or off-grade. Equal parts of coarse 
cracked corn and whole wheat have also 
been used successfully in some of the 
best flocks. As a general rule, how- 
ever, the best grade of commercial 
scratch feeds are superior to ordinary 
corn and wheat mixture because of the 
greater variety of grains which tend to 
balance the diet. 

SERVING SCRATCH FEEDS 
How should scratch feeds be fed? 
Many poultrymen feed the scratch 

feeds in the litter, but experiments and 
practice both have proved that it is not 
the best method. Scratch grains should 
be fed in the evening just before the 
birds go to roost. About 10 pounds 
per 100 laying hens is the right amount 
to be fed. The grains should be fed in 
separate hoppers and right on top of 
the mash in the mash hoppers. About 
twice the regular hopper space is re- 
quired, af scratch feeding time and it is 
therefore recommended that V_ shaped 
troughs which may be turned over dur- 
ing the day, be used in addition to 
sprinkling the scratch grains on the 
mash in the mash hoppers. The reason 
why more hopper space is needed for 
feeding scratch feed is that all the birds 
want to eat at once and if there is a 
scarcity of space the greedy birds will 
get too much. This plan avoids con- 
tamination of the grains and keeps it 
from spreading disease as a result of 
the birds eating portions of the drop- 
pings, which is bound to happen when 
grains are fed in the litter. 
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E. S. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


Gil and Cotton 
Seed Meals 


either straight 
or mixed 


cars 

Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


—=_~~S 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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Farmers Promised Profit 
From Egg Market 


Consumers will enjoy a moderate 
price for eggs, while poultrymen will be 
allowed a good profit during the next 
few months, according to B. H. Ben- 
nett, associate marketing specialist, Di- 
vision of Dairy and Poultry Products, 
Bureau of Agricultural Economics, de- 
partment of agriculture. 

“We are entering another period of 
over-expansion in the egg industry as 
the result of the recent high prices of 
the product,” he said in a radio. address. 
“Information collected by the Bureau 
of Agricultural Economics shows that 
approximately 30 per cent more chick- 


Picking the Winners 


ens were hatched in commercial hatcher- 
ies during March, April and May in 
1929 than during the same period in 
1928. Eggs in general were several 
cents higher during the past year.” 


PALMYRA GRAIN CO., Palmyra, 
Ill., has been incorporated with a capi- 
tal stock of $20,000, to deal in grain, 
feed and fuel. The incorporators are 
J. A. Smich, J. R. Hollingsworth and 
Fred Simpson. 


MOR-KIK MFG. CO., Seymour, Ia., 
has built a large addition to its plant 
and installed new equipment for making 
feeds. The daily output of the firm is 
now from 20 to 30{ tons. 


Beforehand 


Corn Products Refining Co. 
17 Battery Place, New York City 


is a talent granted to no one. If you could tell now just which 
cars of feed, out of all the cars that will roll up to your freight 
platform in 1930, will be extra-profit cars you’d feel pretty 
joyful about business for the coming year. 


1930 will have its price fluctuations, as every other year 
has had, but no one can accurately foretell what they will be. 


The feed merchant who is going to pick the greatest per- 
centage of winners in 1930 is the man who is buying feed 
primarily on quality and efficiency. What a feed will do for 
the dairyman, in terms of milk produced per dollar ex- 
pended, is the measure of a feed’s ability to make a profit 
for the man who handles it. 


Figured on that basis, 


Buffalo Corn Gluten Feed 
and 
Diamond Corn Gluten Meal 


are high up in the list of extra profit makers. As the mg 
protein ingredients of mixed dairy rations, and as sold to 
the farmer in original bags for home-mixing, Buffalo and 
Diamond have been making profits for dairymen, dealers 
and mixers for 35 years. Whether you mix or not, Buffalo 
and Diamond have a real place among your 1930 stocks. 


In Every Live Dealer’s Stock and Every Good Dairy Ration 
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Charles L. Hill 
Mr. Hillis chairman of the Wis- 
consin Department of Agriculture 
and Markets which regulates the 
sale of products described in this 
article. 


HROUGH the action of the last 

legislature live stock remedies 

have been added to the list of 
agricultural products whose sale is now 
regulated by state supervision. The 
soundness of the policy of such super- 
vision is evidenced by the present uni- 
formly high quality of other products 
now found on the Wisconsin markets 
which have been so regulated. Among 
these may briefly be enumerated feeds, 
fertilizers, legume cultures and agricul- 
tural limes. 

No Regulation in Past 

While this legislation was being con- 
sidered it was frequently stated that mil- 
lions of dollars had been spent for live 
stock remedies in this state which were 
of little, if any, value. Our legislature 
must have felt that this measure was 
needed to remedy this situation as only 
three votes were cast against the bill. 
No state regulation of sales was made 
before the passage of this act. 

Just what are the important features 
of the live stock remedy act? 

It first requires that before a manu- 
facturer may sell live stock remedies for 
internal use, he shall obtain from the 
Commissioners of Agriculture and Mar- 
kets a permit for the sale of each brand 
to be offered for sale in Wisconsin. 

Labeling Requirements 

Labeling requirements are also pre- 
scribed. It is necessary that the infor- 
mation required to be present on the 
label shall be in type at least one-fourth 
as large as the largest type used ’on the 
label. This prevents the use of micro- 
scopic print to convey information 
which might be derogatory to the prod- 
uct. This forces manufacturers whose 
products carry large percentages of 
water, salt, etc., to make such infor- 
mation conspicuous to the consumer. 

The net weight of the’ package must 
be given. 

The name and address of the manu- 


New Legislation 


Governs Sale 
Of Live Stock 
Remedies 


By Walter B. Griem 


Wisconsin Department of Agriculture and Markets 


EED dealers sell live stock remedies and should, therefore be in- 
terested in the following explanation of Wisconsin’s new live stock 
remedy law which was presented as a radio talk over WHA, the 

University of Wisconsin station at Madison, December 21. Every Wis- 
consin dealer should particularly study this article but a careful 
reading will also be interesting to feed dealers in other states where 
similar laws may be in operation or contemplated. A significant feat- 
ure of the Wisconsin law is that dealers and agents, as well as manu- 
facturers, are subject to penalties for violations. 


facturer must be given. 

The manufacturer must list the names 
of every ingredient used in the prepara- 
tion of the product, and in such a dec- 
laration the common English names 
must be used rather than the technical 
or scientific names which might be un- 
familiar to the consumer. As examples: 

Salt must be listed as an ingredient 
instead of sodium chloride. 

Alum, instead of sodium or potassium 
sulphate. 

Red pepper, instead of capsicum. 

Pumpkin seed, instead of pepo. 

Sugar, instead of sucrose. 

Percentages of Certain Drugs 

Many live stock remedy manufactur- 
ers have in the past made use of tech- 
nical names whenever possible, so as to 
mislead the consumer into thinking that 
he is getting something wonderful and 
mysterious. In many cases these prep- 
arations were composed of relatively 
cheap, and ordinary materials which, 
under their common English names, are 
widely known, and their properties well 
understood. 

The quantities of such ingredients as 
are termed diluents, which are used 
principally to give bulk to the prepara- 
tion, must be given. 

A statement to the effect tliat the rem- 
edy, has been registered by the Commis- 
sioners of Agriculture and Markets, giv- 
ing the registry number assigned by the 
department, must also be on the label. 

Shipments originating and sold within 
the: state must bear on the label the 
percentages of certain drugs, which are 
already required for interstate shipments 
under the United States pure food and 
drug act of 1906. 

“Cure-Alls” Not Permitted 

The law further provides, and this is 
one of the most important features, that 
no live stock remedy shall be sold which 
purports to cure infectious abortion, hog 
cholera, fowl cholera, tuberculosis, foot 
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and mouth disease, roup, white diar- 
rhoea, or any disease of domestic ani- 
mals for which no cure is known. 

It also provides that no product shall 
be sold under a brand name which is 
misleading. 

The commissioners, through this act, 
were granted authority to promulgate 
rules and regulations for the adminis- 
tration of the act. One of the import- 
ant features of these rules and regula- 
tions is a clarification of the term dil- 
uent, as used in the law. 

As the quantities of diluents must be 
shown on the label, a consumer will be 
able to tell how much waiter, salt, mill 
feeds, ground grains, screenings, and 
other materials having little or no me- 
dicinal value, are contained in the live 
stock remedy. This requirement in the 
law should tend to bring higher quality 
products on our markets. Consumers 
will not be prone to buy remedies if 
they can clearly see that they are com- 
posed chiefly of inert material. 

Manufacturers whose products are ac- 
cepted for registration pay a fee of $6.00 
for each brand offered for sale. This 
money is to be used for the administra- 
tion of the law. Agents of the depart- 
ment will be sent out to collect sam- 
ples of the remedies offered for sale. 
These samples will be examined in the 
chemical laboratory in order to deter- 
mine if the ingredients claimed to be 
present are actually present. Inspection 
results will be published from time to 
time. In these inspection reports it is 
planned to include much information on 
the medicinal values and effects of al! 
the ingredients commonly used in live 
stock remedies. 

Dealers Subject to Penalties 

Penalties for violations of the act are 
includéd. Agents and dealers are sub- 
ject to penalty for violations, as well as 
the manufacturers. 

The Department of Agriculture and 
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Markets now calls on the consumers to 
aid them in carrying out the intent of 
this new live stock remedy law. We 
want our farmers to save the money 
which they have in the past been need- 
lessly spending. We, therefore, offer a 
few suggestions. 

After January 1, 1930, do not buy any 
live stock remedy which does not carry 
on its label a Wisconsin. registry num- 
ber. 

Remember that there are no known 
cures for all diseases. 

Under no circumstances buy remedies 
if they are sold under the impression 
that they will cure diseases specifically 
mentioned in the law for which no rem- 
edies shall be sold, which are: 

Infectious abortion, hog cholera, fowl 
cholera, tuberculosis, foot and mouth 
disease, roup, and white diarrhoea. 

Be skeptical of any extravagant claims 
and testimonials. 

Remember that even though a remedy 
carries a Wisconsin registry number, 
this registration in no way implies that 
the claims made for the remedy are ac- 
curate. The law gives the commission- 
ers no authority to bar the sale of a 
remedy if the technicalities of the law 
have been fully complied with. 

We strongly advocate that you learn 
the specific effect of each ingredient 
used in a live stock remedy, so that 
knowing your needs you may determine 
froni the label on the package whether 
or not the remedy will satisfy your re- 
quirements. 

Remember that the advice of the De- 
partment of Agriculture and Markets, 
and of the College of Agriculture is al- 
ways available. Do not hesitate to make 
use of it. 


National Grain, Feed Dealers 
Sign Up New Members 


J.P. Parks 


HILE many members of the Grain 

& Feed Dealers National associa- 
tion were planning individual methods 
of adding new names to the roster of 
the organization in the booster mem- 
bership campaign which officially opens 
February 1, several of the enterprising 
boys engaged in a few preliminaries and 
returned home with a harvest of signed 
application blanks. 

J. P. Parks, Kansas City feed broker, 
who was accused of “talking through 
his hat” at the Peoria convention when 
he announced that he would obtain 100 
new members before the next annual 
meeting, and who bet an auspicious 
greenback that he could do it, was 


Mutual Millers, Feed Dealers 
To Meet at Buffalo 


HE Mutual 
Millers and 
Feed Dealers asso- 
ciation will hold its 
midwinter meeting 
at the Hotel Buf- 
falo, Buffalo, N. Y., 
January 16 and 17. 
An unusually large 
attendance is ex- 
pected. 

The meeting will 
open on the after- 
noon of January 16 
with a business ses- 
sion and will be followed by an open 
discussion of feed problems. Dealers 
are asked to prepare questions and are 
invited to describe their particular dif- 
ficulties. In the evening a banquet will 
be held and a theater party will follow. 

Charles Quinn, secretary of the Grain 
& Feed Dealers National association, 
will open the second day's session with 
a talk on “Farm Relief.” A well-known 
Buffalo banker is also expected to 


Clayton Folts 
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speak on a subject pertinent to the feed 
industry. 

C. C. Folts, secretary of the Mutual 
Millers and Feed Dealers association, 
extends a cordial invitation to all deal- 
ers to attend the mid-winter meeting 
and assures them that the program will 
inspire them and will provide many 
valuable ideas. 

Frank J. Young, president of the as- 
sociation, in a Christmas and New 
Year’s greeting to the members, adds 
a special plea for them to attend the 
convention. 

“Be sure to attend our mid-winter 
meeting,” he urges. “We will show you 
how to overcome most of your troubles. 

“T am not kidding you about removing 
your troubles, because I speak from ex- 
perience. I have eliminated nearly all 
of mine since joining the Mutual Mill- 
ers and Feed Dealers association. The 
benefits which I have received from my 
membership amounts to more than 
$1,000 in cash, and I can prove it by the 
books.” 
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among those who went a-hunting before 
the season formally opened. He re- 
turned with ten new members, and has 
created intense interest in the booster 
campaign. Mr. Parks looks confidently 
toward the 100 quota which he an- 
nounced at the convention. 

Bert T. Dow, Davenport Elevator 
Co., Davenport, Ia., president of the 
association, also did some preliminary 
scouting, and as a result signed up five 
new members. Leo Potishman, Transit 
Grain & Commission Co., Fort Worth, 
Tex., followed the maxim that the early 
bird gets the worm and added three 
new names to the roster. A. S. McDon- 
ald, Boston, Mass., E. M. White, Du- 
luth, Minn., and R. T. Smith, Smith 
Mill & Elevator Co., Minneapolis, each 
bagged one member. 

“T was going! to start a booster cam- 
paign last year for the United States 
Feed Distributors association,” said Mr. 
Parks, the present contest leader, “but 
I thought I would wait and see if the 
organization would consolidate with 
the Grain Dealers National asscciation 
at the Peoria convention. I didn’t see 
much use in boosting the feed associa- 
tion while its future was uncertain. Now 
that it has joined the greater grain or- 
ganization I have something to sell the 
prospects and I am going right after all 
of the feed men and line them up for 
the Grain Dealers National association 
There is a big field in which to work 
and I am sure that I will get at least 
100 new members before the next an- 
nual meeting.” 

If Mr. Parks realizes his ambitions 
he will receive the highest boosting hon- 
ors ever attained in the history of the 
organization. With 21 new members 
already obtained officers of the Grain 
and Feed Dealers National association 
are confident that the drive will be a 
success. The starting gun for the race 
will officially sound on February 1. 
Meanwhile, however, the officers of the 
association have no objections to the 
preliminaries, which have already 
brought gratifying results. 


WARHAM WHITNEY, 75, the last 
surviving member of the Whitney fam- 
ily in western New York, died Decem- 
ber 20 at his home in Rochester. His 
grandfather founded the first flour mill 
in that city and his descendants were 
prominent in milling circles for many 
decades. 


EDWIN JOHNSON, vice-president 
of the Falconer Mills, of Falconer, N. 
Y., is recovering from injuries received 
when he was struck by a truck while on 
his way to his office. 


ORRIS MEINHARDT, Eddyville, 


Ia., has opened a feed store at Lovilia, 
Ta. 


| 
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Tell the 


When he tells you 
how much good 
his advertising is 
going to do you— 


—tell him that what you want to know is how many 
customers it’s going to reach on the rural route of 


your own community. 


The salesman can tell you if the ad- 
vertising is in papers giving a Post 
Office or Town count of circulation. 
Post Office Count of Circulation is 
the dealer’s measuring stick of the 
value of a farm paper in influencing 
sales in his own particular town! 


Stock turnover, as influenced by ad- 
vertising, is strictly dependent on 
a coverage in a dealer’s own particu- 
lar locality adequate to create a buy- 
ing preference at the dealer’s 
counter. 


When a dealer is asked to buy mer- 
chandise, in part at least, on the 
strength of advertising, isn’t it rea- 
sonable for him to ask, ‘‘“How much 
of this advertising reaches my com- 
munity?” 

Post Office or Town Count of Circu- 
lation brings advertising down to 
brass tacks for the retail dealer! The 
Wisconsin Agriculturist and Farmer 
alone is the only Wisconsin paper 


that gives a Post Office Count of 
Circulation. 


WISCONSIN AGRICULTURIST AND FARMER 


Total Circulation Over 180,000 Weekly 


RACINE, WISCONSIN 


‘“‘The Only Weekly Farm Paper? Owned Edited and Published in Wisconsin’’ 
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ORE than three hundred manufacturers of poultry feeds have 
abandoned price as a basis for buying cod liver oil. They 
have found that potency is vastly more important, especially 


standardized potency that can be calculated with mathematical 
certainty. 


Instead of using cod liver oil at the ratio of 1% or 2% in 
their mixes as heretofore, they are now using 4%, 4% or even 
\%%. .Further, they are tagging their bags with the NOPCO 
Guarantee of proved vitamin potency. As a result, they have 
cut their cod liver oil bills more than they ever dreamed pos- 
sible. And their customers are better satisfied than ever before. 


NOPCO advertising is telling the story of new standards 
in Vitamin D potency to 2,150,000 readers in poultry, dealer and 
feed papers. 


NOPCO Cod Liver Oil is manufactured to three definite standards of anti-rachitic potency. NOPCO 
Fortified, NOPCO-X and NOPCO-XX are all produced by the Columbia University patented process to 
which we hold exclusive license for use in the United States, Canada and Newfoundland. 


If you are interested in reducing your cod liver oil bill, while putting on the market a better and faster 
selling product, write us for details and prices. 


NOPCO BULLETIN—devoted to cod liver oil as a feed for poultry and animals. Free for the asking. 


NATIONAL OIL PRODUCTS CO., Inc. OPC 


Executive Offices and Factory: 38 Essex St., Harrison, N. J. 


Boston, Mass. Chicago, Ill. St. Johns, Newfoundland 


Get More Feed Business 


With This Trade Drawing 
Profit Making Monarch 


Mixer! 


You can Mix and Sell more feed, make more money 
and save the farmers considerable on their feed bills 
by installing a Monarch Vertical Mixer with Molasses 
Attachment. 


OLASSES 
METER 


When they bring their grain to grind, you can 
furnish concentrates and molasses and mix them a 
complete ration that makes money for them. You sell 
grinding and mixing service as well as the concen- 
trates and thus make three profits instead of one. 
Monarch Mixers are solving the problem of increas- 
ing revenue, and meeting competition for hundreds 
of community mills. Would you like to have details? 
Ask for Catalog F. No obligation. 


“Sprout, Waldron & Co. 


BOX 318 MUNCY, PA. 
—— ee America’s Foremost Feed Mill Builders 
\ UNIT ee AV PUMP Chicago Office 950 Clinton St. 
Kansas City Office 612 New England Bldg. yf 
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Best Kind of Advertising in World 
Is Good Will, Says Dealer 


Makes Special Effort to Provide — for Patrons 
Features Well-Known Commercial Rations for Poultry Trade 


EEPING a complete variety of 
K feeds so that customers may 

make their own choice without 
any high pressure salesmanship is the 
keynote of the success of Henrick Han- 
sen, owner of Walnut Feed Store in 
Omaha and of the Benson elevator in 
the suburb of Benson not far away from 
the main headquarters. 


Ten years ago Hansen was a carpen- 
ter but having a desire to engage in the 
dealer’s game he found a partner and 
together they started in the feed busi- 
ness. But two years was enough of.the 
partnership for Hansen so he returned 
to hammer and saw while the partner 
continued in the store. Soon the part- 
ner was willing to sell cut. Hansen 
made the purchase and ever since has 
been on the upward grade in business. 
Very little did he know about feeds in 
the beginning, he says. He believed 
the best way was to watch the demands 
of customers and to buy on the market 
accordingly. 


Poultry His Specialty 


He now pursues this plan and caters 
principally to poultry keepers of town 
and country. Because the demands of 
these special customers seem to be 
about evenly divided between two high- 
ly advertised brands of mashes, he 
stocks both kinds. Mr. Hansen would 
not think of mixing a mash of his own 
formula, but when it comes to the 
scratch feed for poultry he mixes his 
own and on this has worked up a re- 
markable trade. 

On almost every crder for poultry 
feeds from his regular customers, Han- 
sen can point out the fact that some of 
the scratch feed was included. His for- 
mula consists of such things as wheat, 
corn, kaffir corn, oats and sunflower 
seed. It was for the purpose of assem- 
bling this coarse feed with the greatest 
convenience and economy that three 
years ago Hansen took over the eleva- 
tor on the railroad siding at Benson. 

Now he buys the grain direct from 
the farmers who make deliveries at the 
elevator by motor truck or who pool at 
more distant points for carload_ ship- 
ment by rail. In the elevator the grains 
are mixed and transported by his own 
motor truck to the feed store as they 
are needed there. 


Handles Two Brands 


Mr. Hansen believes in tying up with 
the advertising’ that commercial feed 


companies use in the poultry and farm 
journals. He admits that he cannot 
stock every nationally known feed, but 
by using two of them he satisfies a 
good many poultry keepers who have 


Henrick Hansen’s Feed Store 


already been sold on them. Since he is 
in a convenient location for the trade 
district many customers who had some 
other nationally known mash in mind 
come to the store and after seeing the 
neat displays are moved to try one of 
the two feeds in stock. Results obtained 
helps to hold them as steady customers. 

“Never yet have I insisted on anyone 
trying my brands of mashes,’ Mr. Han- 
sen declared. “I might suggest it, but 
that is all. So long as I am friendly 
and bound to treat them right the poul- 
try folks will volunteer to make the 
trials and usually that means more stea- 
dy customers for me.” 

Hansen regards his own trade terri- 
tory as that immediately surrounding 
his Walnut Hill Feed store and 20 miles 
westward across the suburb of Benson 
and out over the farm country. The 
Military highway, the main artery of 
travel leading from the country, runs 
by his store. That is all the contact that 
Hansen desires. The folks drive by and 
see the large sign on the front of his 
building. This sign, portraying poultry, 
hogs, cattle and horses, along with a 
pastoral scene in colors is the signal 
that stops many cars. 

Values Good Will 

“The best advertising in the world is 

praise for your store that one poultry 


keeper recites to his neighbor,” Mr. 
Hansen maintains. “Another thing that 
pleases customers is convenient en- 


trance and get-away wher they drive 
in to receive their needs.” 

Hansen has arranged accordingly. On 
the south side of his store is the load- 
ing point for customer cars and once 
loaded they drive in a semi-circle and 
come to the street again at the north 
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side of the store. This driveway is al- 
ways kept clear for customer traffic and 
for the store’s own delivery service 
which helps to obtain a large volume of 
business about the town and suburbs. 

Much of the success of a good feed 
business depends on delivery service, 
Mr. Hansen believes. He entrusts the 
deliveryman with a great deal of re- 
sponsibility. Hansen tells how he 
learned a lesson which has since saved 
him considerable expense. 


Selects Good Driver 

“T used to think that two delivery 
trucks were necessary,” he said. 
had a big machine and a smaller make. 
The drivers seemed to be busy from one 
end of the day to another, but then I 
smelled a rat and resolved to make a 
change. I sold the big truck, let both 
of the drivers go and then hired the one 
I have at present. He is delivering more 
goods than the other two used to deliver 
together. He is interested in getting 
things done and seeing the business 
prosper.” 


Hans Mikkelsen is this driver’s name. 
He is not expected to be a salesman en- 
route and so spends the least amount 
of time possible with a customer to 
whom he delivers. He follows no reg- 
ular routine. The orders are grouped 
so that several orders may be taken at 
once. Mileage is thus reduced. 


Commercial Feeds Lead 


Hansen explains why he specializes 
for the poultryman. “It is because the 
poultry keeper usually has the cash, 
whereas other kinds of livestock men 
are inclined to ask for credit,’ he said. 
“Hens, given the well balanced ration 
that modern science has made possible, 
keep producing, and pay for their board 
and lodging as they go. If the variety 
is on hand in the store from which the 
most exacting poultry keeper 
choose as he pleases, then the feed 
store, so long as other good business 
rules are obeyed by its owner, soon be- 
comes a poultryman’s mecca. Country 
folks as well as their city and suburban 
cousins will be on hand to buy the 
feeds, especially the commercial mashes 
that the store keeps in stock. Although 
the farm women may choose to feed 
their own scratch feed to their growing 
broods and egg producers, still when it 
comes to the mashes, these women in 
his territory are pretty well sold on the 
commercial brands.” 


may 
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Feed Manufacturers— 


Jitamilk 


CONCENTRATES | 


Reg. in U. S. Patent Office _ 
(Process and Product Patent Applied) 


Will Make You Big Money 


Replaces Buttermilk, Yeast and 
Cod Liver Oil in Your Feeds 


Absolute protection against Vitamin deficiency when 
1% VITAMILK is used. VITAMILK is a powder 
manufactured from Pure Buttermilk high in Lactic 
Ferments fortified with Vitamin D Concentrates 
in Cod Liver Oil and Vitamin B in 100% Pure Con- 
centrated Yeast. Exceedingly rich in Vitamins. EASY 
TO MIX IN FEEDS. 


20 
Pounds Unusual Savings 
Vitemilk Every manufacturer knows the importance of 


Vitamins in his feeds. Heretofore he has had 
to use Buttermilk, Cod Liver Oil and Yeast for 
this purpose---three expensive products, one of 
which was hard to mix and then he was not 
certain of results. Now a special process 
gives you vitamins in concentrated form at a 
low cost. Replaces buttermilk, yeast and cod 
liver oil and gives a richer source of vitamins 
and lactic ferments. 


Let us show you how VITAMILK will insure vitamin 
potency---make your feeds better and more productive 
---how it will give you an extra sales advantage over 
competitors and how it will save you money. Mail the 
coupon below. It will bring full details. 


| 1 Ton of Poultry or Animal Feed 


DAWE’S DRY MILK CO. 


Factory 15th & Platte Sts. DENVER, COLO. 


Dawe’s Dry Milk Co., Denver, Colo. 


Cc Gentlemen: 
— Please send your booklet on VITAMILK at once. 
Brings 
Full Name 
Details Address 
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New Catalogs 


MONARCH CORN CUTTERS 

Sprout, Waldron & Co., Muncy, Pa., 
have just issued a new catalog contain- 
ing complete details on all types and 
sizes of Monarch Rotary Corn Cutters. 
The company will gladly furnish copies 
to dealers on request. 


NEW HAINES CATALOG 

The Grain Machinery Co., Marion, 
Ohio, has released its new No. 20-F cat- 
alog, containing detailed descriptions 
and information of its Haines Feed 
Mixers. Installations to meet the re- 
quirements of various types of building 
facilities are ‘also described. The cat- 
alog will be gladly mailed to dealers on 
request. 


MUNSON CATALOG 

Munson Mill Machinery Co., Utica, 
N. Y., has just issued its new catalog, 
No. 43. The Superior Batch Mixer, 
manufactured by the firm, is illustrated 
and described in detail. Three different 
types of installations are also illustrated. 
The catalog may be obtained by writing 
the firm at Utica, N. Y. 


Always-A-Head Mills, Inc. 
Elects Officers 


E. C. Andrews, Jr., son of the late 
E. C. Andrews, was elected president 
of the Always-A-Head Mills, East St. 
Louis, Ill., at a recent directors’ meet- 
ing. Logan T. Williamson, Atlanta, Ga., 
well-known in the flour and feed busi- 
ness, was elected vice-president and a 
director of the firm. E. IF. Dunmeyer 
was chosen secretary and treasurer. A. 
V. Amet is sales manager. 

Announcement is also made by the 
firm of the resignation of V. B. Wentz, 
southern Missouri and northern Arkan- 
sas representative for the past six years, 
and of the appointment of O. W. Jones 
as divisional manager in Illinois. 


G. J. BURRER MILL & ELEVA- 
TOR CO., Sunbury, Ohio, organized 
in 1872, and existing up until now as a 
partnership, has been incorporated by 
H. P. Miller, K. O. Burrer and J. L. 
Edwards. In addition to the plant at 
Sunbury, the firm has a branch at Cen- 
terburg and elevators at Condit and 
Mcunt Liberty. 


FEED CONTROL BULLETIN 

Bulletins containing the announce- 
ments of the Association of American 
Feed Control Officials for 1929-1930 are 
now available. All definitions, standards 
and regulations which have thus far 
been adopted by the organization are re- 
ported in full in the bulletin. Copies 
may be obtained for 20 cents each by 
writing Dr. L. E. Bopst, secretary- 
treasurer, College Park, Maryland. 
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Credit Discussed 


New 


At Meeting 


England 


Grain Men 


ORE than 100 retail feed and 
grain dealers gathered at the 
Hotel Statler, Boston, Mass., 
December 4, to attend the third annual 
convention of the New England Retail 
Grain Dealers association. F. B. Glov- 
er, Stafford, Conn., was elected presi- 
dent; .Jesse Rowell, Newport, N. H., 
vice-president, and S. N. Howard, Ware, 
Mass., treasurer. Lynne P. Townsend 
was re-elected executive secretary. 
Directors chosen for a one-year term 
were Harold Campbell, Phenix, R. I.; 
W. Benjamin, South Deerfield, 
Mass.; George A. Harper, Watertown, 
Conn.; A. W. Norton, Vergennes, Vt.; 
R. L. Brown, North Adams, Mass.; A. 
H. Hill, Lebanon, N. H., and M. C. 
Trott, Bath, Me. Directors elected for 
a two-year term were F. G. Cover, 
Lowell, Mass.; R. W. Kent, East Provi- 
dence, R. I.; H. G. Manchester, Win- 
sted, Conn.; C. H. Stearns, Johnson, 
Vt.; A. W. Braisted, Bennington, Vt.; 
George Emerson, Farmington, N. H., 
and D. C. White, Lewiston, Me. 
Hear Talk on Credit 
The afternoon session of the conven- 
tion was devoted toi a discussion of sub- 
jects vital to the New England trade. 
Prof. Earl H. Rinear, University of 
New Hampshire, who has been making 
a survey of the feed business in his 
state during the last two years, pre- 
sented a comprehensive paper on “The 
Handicap of Credit”. The survey has 
now been carried over a sufficient period 
to give the investigator some rather def- 
inite facts and these were presented in 
a most clear cut fashion. The whole 
New England feed industry is indebted 
to the New Hampshire university and 
to J. C. Kendall, director, under whose 
supervision the work is being carried on, 
and to Prof. Rinear wha has addressed 
the association on two different occa- 
sions and who always gets a welcome 
reception. The New Hampshire univer- 
sity, through this survey and through 
a movement to induce farmers of the 
state to maintain a system of records 
and inventories is accomplishing much 
to help solve the puzzling problem of 
credit. 
Talks on Cash Basis 
Joseph Lavitt, Rockville Grain and 
Coal Co., Rockville, Conn., followed 
Professor Rinear and told the dealers 
“What Happened When We Went on 
Cash Basis’. His talk was illustrated 
with definite figures. Roughly speak- 
ing, Mr. Lavitt’s concern did about 
$13,000 less business during 1929 after 


going on a cash basis on January 1 
but it saved over $5,000 by so doing. 
Mr. Lavitt is completely converted to 
the cash system. Dozens of dealers 
present asked for a copy cf Mr. Lavitt’s 
talk and several who were not present 
have since requested it by mail. 

Mrs. H. A. Daniels, Grafton, Mass., 
contributed much to the program with 
a short talk on “The Poultry Producer 
and the Feed Dealer’. She presented a 
plan to the dealers whereby they could 
engage in the distribution of certified 
chicks in their various communities in 
the place of the ordinary and often in- 
ferion quality chicks which now find 
their way to so many farmers, resulting 
in serious disappointments and _ losses. 
The proposition presented by Mrs. 
Daniels was considered of sufficient im- 
portance by the association to warrant 
directing its secretary to go into the 
matter further with a view of working 
cut some definite arrangement with the 
certified chick breeders’ organization. 
Dealers may obtain complete informa- 
tion by writing the secretary. 

Asked to Boost Farming 

The closing number of the afternoon 
program was an address by James G. 
Watson, live stock representative of the 
New England Homestead. He spoke on 
“Thei Future of New England Agricul- 
ture”. He urged the dealers to interest 
themselves in the many, movements that 
are on foot to put a better class of 
livestock of all kinds on New England 
farms and to cooperate with the col- 
leges, extension services and others now 
making a determined effort to maintain 
New England agriculture on a perma- 
nently profitable plane. Mr. Watson 
characterized the local feed-dealer as 
a natural leader in the neighborhood, 
and stated that the farmer had a right 
to look to him for the leadership needed 


in agricultural affairs of his community. 


Mr. Watson’s talk was interspersed with 
the usual fire of wit and humor for 
which the inimitable “Jimmy” is justly 
famous. The address gave the members 
of the convention much of a most prac- 
tical nature to carry home with them. 
Lauds Work of Digest 

A. W. Braisted, retiring president of 
the association, cited the establishment 
of The New England Agricultural Di- 
gest, a monthly magazine published by 
the association and supported by both 
dealers and; manufacturers, as the most 
outstanding accomplishment of the year. 
This magazine is now going into nearly 
25,000 farm homes and the circulation 
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F. B. Glover 


New president of the New England Retail 
Grain Dealers association. 
is increasing at a rapid rate. It is hoped 
to add 50,000 names to the subscription 
list during 1930. The magazine is in 
all respects a regular farm journal, con- 
taining a digest of the agricultural news 
of the section each month. In addition 
to this its readers are presented from 
time to time with facts concerning the 
grain trade in general and the local 
dealer in particular which could not be 
presented in any other magazine. Deal- 
ers recognize this publication as an out- 
standing feature of association work and 
are rallying to its support. 

Plans for 1930 are still in the mak- 
ing. The publication of the magazine 
will of course continue as a major ef- 
fort. Extension of the cash system in 
place of the credit system will receive 
much attention. Obtaining and furnish- 
ing members of the association with 
price lists of the cooperatives who still 
persist in trying to keep their prices a 
secret, will continue. When the bally- 
hoo and the buncombe put out by the 
car-door folks gets too strong, the pub- 
lic will also hear from the association 
in one way or another much to the de- 
flation of the cooperatives’ balloon. 


W. N. POTTER GRAIN STORES, 
INC., Boston, Mass., has been incor- 
porated with a capital stock of 5,000 
shares of no par value, by L. C. Cog- 
gan, M. J. Lorimer and J. W. Troy, to 
deal in grain, flour and feed. 


S. L. TILLITSON, for many years 
the operator of the feed mill at Bear 
Lake, Pa., which bore his name, died 
recently in his home there. He had 
been inactive in operation of the mill 
during the latter portion of his life, hav- 
ing made his son, T. L. Tillitson, the 
general manager of the business. Mr. 
Tillitson was a member of the Mutual 
Millers and Feed Dealers association, 
and widely known among the feed men 
of northern Pennsylvania. 
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Loads, mixes, sacks and packs. 


The ideal machine for 


CUSTOM 
MIXING 


Putting up open 
formula feeds and 
for general purposes. 


PATENT 


Motor Driven 


and 
““EUREKA”’ 1000 lb. and 
Combined 2000 Ib. sizes. 


Corn Cutter and 
Grading Machine 


See Catalog No. 122 


“CASCADE” MIXER 


Send for Catal No. 123 
is fitted with Timken roller bearings 


We Invite Your Enquiries 


S. HOWES CO,, INC., SILVER CREEK, N. Y. 


Northwestern Representatives: Strong-Scott Mfg. Co., 413 So. Third St.. Minneapolis, Minn. 


Business Building Products 


Building a permanent and repeat business in your local territory makes it imperative that 
you sell reliable merchandise—merchandise you can guarantee, that will be beneficial to 
your customers and that are backed by strong organizations upon whom you can depend. You are the man who 
has to face the customer and you must know that every pound of product you sell will make good. Here are two 
products that have an enviable record for making good and for helping your other feeds make good. 


Buttermilk 
WITH 4% oF COD LIVER OIL ADDED 
is creamery buttermilk condensed to the point of maxi- 

mum feeding and medicinal value. It is preserved in is the ideal year-round feed. It imparts the much needed 


its own lactic acid and retains the full feeding value of sun light into the shut-up poultry. It is the only mixture 
the original buttermilk. Its health giving qualities and containing Cod Liver Oil in a guaranteed percentage 


its resistance to disease have been proven to thousands 
who have fed it under all conditions and who are today 
making it a regular portion of their daily hog and 
poultry ration. 


and with the potency of the oil absolutely unimpaired 
either by the process of manufacture or of the method 
of packaging. It is the safest, most convenient and 
economical method of feeding Cod Liver Oil. 


Let Us Help Make 1930 Your Banner Year 


Milk is becoming more popular with poultry and hog feeders each day,and their absolute need in protecting health 
and improving production are being stressed by experimental stations everywhere. These are the two best forms 
of milk to feed and they are backed by actual experience. You can share in the profits of this ever-growing demand 


by becoming our dealer in your local territory. 


Write today for our dealer proposition. 


CONSOLIDATED PRODUCTS CO. 2400 Lake Park Ave. Chicago 
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Federation President Gives Reasons 
For Protesting G. L. F. Loan 


Fred M. McIntyre Issues Open Letter Listing Trade’s Objections 
Believes It Unfair to Use Dealer's Tax Money to Ruin His Business 


RED M. McINTYRE, Potsdam, 
N. Y., president of the Eastern 
Federation, in an open letter to 
G. L. F. members, has explained why 
the Eastern Federation has opposed car 
door selling and other practices of that 
organization. He also gave convincing 
reasons for opposing the loan by the 
federal farm board to the G. L. F. 
President McIntyre’s Letter 

The letter follows: 

Mr. Babcock has asked me to state 
why the Eastern Federation of Feed 
Merchants is opposed to the G. L. F. 
It is not opposed to the G. L. F., but 
to the methods it employs. 

The Eastern Federation of Feed Mer- 
chants has always had as its primary 
purpose to improve the quality of feeds 
and of the feed dealer’s service to the 
farmers. Since its organization, feeds 
have constantly improved in quality. 
The many forms of service which feed 


dealers have voluntarily provided for 
farmers include: 
Extend Credit to Farmers 
(1) Extension of credit. In New 


York state alone this runs into millions 
of dollars annually. Without such credit 
the dairy farmers would be compelled 
to restrict their production. This has 
been one of the important factors in 
holding the New York milk market for 
New York farmers. 

(2) Grinding and mixing of home 
grown grains. This has aided the farm- 
er to reduce his feed bill. In this con- 
nection the Eastern Federation of Feed 
Merchants, through publicity and radio 
talks, has encouraged farmers to raise 
more grain. 

Handle Farm Produce 

(3) Handling farm produce. Eastern 
feed dealers have aided farmers in an 
economical marketing of their farm 
produce by handling it for them, or 
finding suitable markets. 


(4) Delivery of merchandise. Many 
feed dealers have assisted the farmers by 
providing deliveries. This has been es- 
pecially important during busy seasons 
when it would be difficult to leave the 
farms. 

(5) Economical buying through 
knowledge of the markets. A knowledge 
of the grain markets, based on long ex- 
perience, has made possible economical 
buying. This economy has been passed 
along to the consumers. 

There are countless other features of 
sevice rendered by the feed dealers, not 
the least of which is the furnishing of 
advice on feeds and feeding practices. 
This has resulted in greater production 
with larger profits. 


Believing that the methods outlined 
above provide for the farmers the best 
form of feed control and distribution, 
we are opposed to the use of. tax-raised 
public money to promote competitive 
business. It is am established fact that 


Fred M. McIntyre 
President, Eastern Federation of Feed 
Merchants. 


the following four are the chief public 
agencies now promoting cooperative or- 
ganizations among the farmers. 

(1) The federal government. The 
government is using taxpayers’ money in 
promoting cooperative organizations. 
The eastern states pay the large bulk 
of the taxes while the money is spent 
largely in other states. 

(2) State colleges of agriculture. 
There are 48 of these public institutions, 
under one name or another, giving sub- 
stantial aid in promoting cooperative 
organizations. It is found that the “ex- 
tension work”, so called, of these col- 
leges is in part devoted directly to the 
promotion of cooperative organizations. 

Activity of County Agents 

(3) County agents. There are, in 

round numbers, 2,000 county agents sup- 


ported almost entirely from public 
funds. Many of them are active in pro- 
moting new cooperative organizations 


or salvaging old ones. 

(4) State bureaus of markets. There 
are, or have been, 34 state bureaus of 
markets, under one name or another, 
which have been active in promoting 
new cooperative associations. 

It is our contention that the above 
agencies should confine their efforts to 
assisting the farmers with problems of 
production and farm management in- 
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stead of aiding, directly or indirectly, 
competitive business enterprises. 

The history of American cooperation 
shows that in general, tiie large arti- 
ficially stimulated cooperative is not 
controlled by the farmers themsclves, 
but are autocratically managed, extrav- 
agantly operated and finaliy fails of its 
purpose. An examination of the official 
records provides ample evidence for 
those who wish to know the truth. 


It has been reported that the Eastern 
Federation of Feed Merchants has op- 
posed the loan of $50,000 to the G. L. 
F. by the federal farm board, because 
of supposed hostility to that organiza- 
tion. That is not a fact. The reasems 
the loan by the farm board was opposed 
are: 

Why G. L. F. Loan Is Opposed 

(1) Because there is no serious prob- 
lem of marketing of farm produce in 
New York state that warrants the ex- 
penditure of public tax-raised money. 
The records also indicate that the sale 
of farm, produce through a competitive 
marketing system has resulted in larger 
profits to the farmers. The United 
States department of agriculture report 
98, indicated that the Growers and Ship- 
pers Exchange, of Rochester, N. Y., 
found that it was 556 per cent cheaper 
to sell through the regular middleman 
than cooperatively. 

(2) Loans of this sort encourage 
larger loans to organizations in the 
western states. To guarantee the prices 
of grain at its source will increase the 
cost of grain, feed and flour to every 
eastern farmer. He will take money out 
of his pockets to aid in establishing a 
false standard of prices in other states. 
And he will suffer also when the ulti- 
mate consumer must pay more for farm 
produce and demand diminishes. 


(3) The federal farm relief act re- 
quires that loans must be given only to 
producer owned and producer controlled 
cooperative organizations. The Eastern 
Federation is not concerned primarily 
with the comparatively small loan which 
has been made to the G. L. F., but with 
the precedent it establishes which will 
eventually cost the eastern farmers heav- 
ily. There are many ramifications of 
this whole matter that sheuld be care- 
fully considered before it should be ap- 
proved or condemned by anyone. But 
we in the East would be unwise if we 
blindly asked for assistance for a minor 
ill if in receiving it we create a major 
disease. 

The constitution of the United States 
recognizes no class, but guarantees 
equal rights to all and privileges to 
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none. I believe it is contrary to the 
intent of the constitution to take your 
tax money to run my business. And, of 
course, it is a poor rule that does not 
work both ways. 


SMITH MILLING: CO., Milwaukee, 
is rebuilding its plant which was partly 
destroyed by fire several months ago. 


for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


15.0 Protein 
3.9 Fibre 


For Mashes and Poultry 


FLOYD OATHOUDT, Neola, Ia., 
has purchased the flour and feed busi- 
ness of J. B. Greenlee. 


A. L. BERG, Baltic, S. D., president 
of the Farmers’ Elevator association of 
South Dakota, and manager of Farmers 
Coop. Creamery Co., Baltic, was elected 


president of the Northwest Grain Coop- 
erative, acting under supervision of the 
Federal Farm Board, at the directors’ 
meeting December 19. J. R. Maddock, 
Maddocu, N. D., was elected vice-presi- 
dent and G. W. Connell, Minneapolis, 
secretary and treasurer. 


RAY SENUSKY, Detroit, Mich., ad- 
vertising manager of Larrowe Milling 
Co., has resigned his position and is 
now associated with the Maxon Adver- 
tising Agency, Inc., Detroit. 


GUST NIETMANN, Sullivan, Wis., 
has enlarged his store and made several 
other improvements to the property. 


Fattening Feeds—for 
Pigs, Calves and all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 


Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feed 
(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 

Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 
MINNEAPOLIS 


THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 


INTERNATIONAL 
FEEDS — 


| Manufactured by 
| INTERNATIONAL SUGAR FEED co. 


MEMPHIS 


|| BALANCED FEEDS FOR ALL FARM LIVESTOCK 
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Prof. F. B. Morrison Slated to Speak 


At Federation Conclave 


Midwinter Meeting to Be Held at Binghamton, N. Y., Feb. 20, 21 
Discussion of Business Problems by Dealers to Feature Program 


HE mid-winter meeting of the 
Eastern Federation of Feed 
Merchants, to be held at Bing- 


hamton, on February 20 and 21, will be 
devoted entirely to a discussion of prcb- 


lems of the retail 
feed business and 
every retail merch- 


ant in New York, 
New Jersey and 
Pennsylvania will 
be invited to attend. 


“We want at least 
a dozen retail deal- 
ers from every coun- 
ty in eastern 
states,” Fred M. Mc- 
Intyre, Potsdam, N. 
Y., president, an- 
nounced. “I believe the Binghamton 
convention will only be a complete suc- 
cess if there are enough dealers present 
from each county to go back to their 
home sections and call together the 
other dealers and take the enthusiasm of 
the convention to them.” 


County Meetings Planned 


To make sure that every county does 
have an adequate representation, Mr. 
McIntyre is arranging for a series of 
county meetings during January and 
early February at which delegates will 
be selected. At the meetings topics of 
importance will be outlined, and will 
then be presented at the Binghamron 
convention for discussion. 


“There has never been a time when 
such important subjects needed careful 
consideration by the retail <lealers,” said 
Mr. McIntyre. “We shall take plenty 
of time to discuss them from the floor 
and I hope not one of them will be 
passed by without definite action.” 

The speakers are being selected from 
the membership of the federation. Sev- 
eral retail dealers will give brief talks 
on how they have successfully met 
troublesome situations in their own ter- 
ritories. 

Prof. Morrison to Speak 

Prof. F. B. Morrison, of the New 
York State College of Agriculture, has 
been invited to speak on the subject, 
“Minerals and Vitamins in Dairy 
Feeds.” Professor Morrison is one of 
the foremost authorities on animal feed- 
ing and his books are used in practi- 
cally all agricultural schocls. In fact, 
there is hardly a feed dealer who does 
not cherish his book, Feeds and Feed- 
ing. 

“This is an opportunity for feed men 
to meet Professor Morrison and ask 
him questions regarding feeds and feed- 


Herbert J. Barndt 


ing,” according to the convention com- 
mittee’s announcement. ‘We have as- 
sured Professor Morrison that he will 
be given all the time necessary to dis- 
cuss any questions that are of general 
interest to the trade.” 

The convention sessions will be held 
at the Arlingtcn hotel, which has been 
headquarters f2r more than a dozen mid- 
winter meetings. Registration will be- 
gin on the evening of February 19 to 
avoid the rush that usually comes on 
the opening day. A meeting of the 
directors and convention committees 
will be held at 9 p. m. on the 19th to 
complete the convention plans and con- 
sider the suggestions that are received 
from the members. 

Much Time for Discussions 


Last minute details will be worked out 
at a breakfast conference at 9:30 Febru- 
ery 20. The regular sessions will get un- 
der way at 10 a. m., with Fred M. Mc- 
Intyre wielding the gavel. Committees 
will be appointed and routine business 
disposed of quickly so that all possible 
time may be given to a discussion. One 
speaker is scheduled at the opening 
meeting. 

Consideration is being, given to a sug- 
gestion that a luncheon conference be 
held each day at 12:30. 

At the afternoon meeting, which will 
begin at 2 p. m., the’ delegates will get 
down to a serious discussion of trade 
problems and the entire afternoon will 
be devoted to a consideration of the 
more important subjects. The commit- 
tee predicts there will be some snappy 
discussions that will make the conven- 
tion the most enthusiastic ever held. 


Barndt Arranging Banquet 

Herbert J. Barndt, Reliance Feed & 
Grain Co., Binghamton, is in charge of 
the banquet program that will be held 
in the beautiful Spanish ballrcom. There 
will be plenty of fun and little speak- 
ing, he promises. 

“At the banquet we want all the feed 
men to forget their troubles and just 
have a good time,” said Mr. Barndt. 
“We will have plenty of music and a 
snappy song leader and some real vau- 
deville acts. It won't be my fault if it 
isn’t the best ever held.’” 

And when Herb Barndt says it is 
going to be good, that’s all there is to 
it. The banquet will be held at 7 o’clock 
on the first evening.” 

All Dealers Invited 

The morning meeting on June 21 will 
begin at 9 o’clock and will continue un- 
til 12:30. ‘The closing half hour will be 
devoted to business which will include 
the final, report of committees and adop- 
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tion of resolutions. 

“Through The Feed Bag I want to 
extend my personal invitation to every 
retail feed merchant to meet at Bing- 
hamton for a serious and business-like 
consideration of our trade problems,” 
said President McIntyre. “We are mak- 
ing plans to acccmmodate 300 retail 
dealers. I will appreciate it if all who 
are planning to attend will write to me 
personally and tell me what subjects 
they wish td have included on the pro- 
gram. Prosperity in our trade will con- 
tinue but the measure of it will depend 
upon our interest and cooperation.” 


MR. AND MRS. REEVE HAR- 
DEN, Hamburg, N. J., recently spent 
an enjoyable vacation at Pinehurst, S. 
C. Mr. Harden is a director of the Eas- 
tern Federation of Feed Merchants and 
newly elected president of the New Jer- 
sey association. 


C. S. HORTON SONS CO., Peeks- 
kill, N. Y., has. established a branch 
store at Mahopac Falls. Melvin R. Hor- 
ton, a director of the Eastern Federa- 
tion of Feed Merchants, is president and 
general manager of the firm. 


.- JOHN A. REYNOLDS, well-known 
feed dealer, Albany, N. Y., will spend 
the winter in Florida. 


Seek Revision of Rules 
On Cod Liver Oil 


For several months the Eastern Fed- 
eration of Feed Merchants has been 
trying to secure permission for mixers 
of poultry feeds containing cod liver oil 
to license their mashes as “with or with- 
out cod liver oil”. It was agreed that 
two sets of tags should be used, one 
with cil and one without oil. This 
would avoid the need for securing: two 
separate licenses. 

The New York Department of Farms 
and Markets is the first, to make a rul- 
ing on the request. Mixers in that state 
may license their mashes with cod liver 
oil and when the oil is omitted in the 
warmer seasons, file an amendment 
without cost. 

Efforts are being made to have the 
departments insist that all cod liver oil 
offered for sale be USP tested and 
its potency guaranteed. The efforts of 
the federation have the approval of the 
feed mixers and several of the cod liver 
cil distributors. 
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Joseph Lavitt 


EVERAL years ago I called on a 

good, “poor” friend of mine for 

the express purpose of selling him 
a carload of tobacco stems for fertilizer. 
After coming to an agreement on the 
price my friend requested information 
on what the terms would be. My 
answer was that they were usually 30 
days, but in his particular case I would 
be glad to make it 60 days. His answer 
was: “Sixty days and 60 minutes are of 
the same value to me.” Because he did 
not expect to have the money in 60 
minutes was just the same to him as 
having it in 60 days. 


This episode is typical of the average 
farmer in our large country and should 
convey this lesson to the creditor of the 
farmer. If he cannot pay in 60 minutes 
the chances are that he will not be able 
to pay in 60 days. The more the farmers 
owe the harder it is for them to pay, 
and the more they owe, the more their 
overhead. Therefore, their friends, the 
credit system grain dealers, turn out to 
be their worst enemies. It is a known 
fact that we have done more harm to 
our friends extending credit than good 
derived from the same method. 


Cash Plan Beneficial 


We have even gone so far as to put 
some of the farmers out of business by 
extending so much credit that they were 
actually forced into bankruptcy. On 
the other hand, there are examples of 
people in our community who never had 
credit and are no good morally or finan- 
cially, but since they do not enjoy 
credit, manage to earn a living and al- 
ways have money with which to pay 
their bills. This is proof that the cash 
system is beneficial to the trade. The 
saving derived from a cash system acts 
as increased buying power for the con- 
sumer. The difference between doing a 
cash business and a credit business, ac- 
cording to our figures, is 4 per cent. 
This in money means additional buying 
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Dealer Must Adopt 


Cash 


Basis 


To Meet Outside 
Competition 


valuable ideas. 


HE sooner feed dealers change to a cash basis the sooner 

will they be brought back to the place they deserve in the 

community. This is the contention of Joseph Lavitt, 
Rockville Grain & Coal Co., Rockville, Conn. 
delivered at the New England Retail Grain Dealers association 
convention Mr. Lavitt related his experiences and told of the 
success which he attained with the cash basis plan. 
article, prepared expressly for The Feed Bag, he presents many 
It will be profitable to read them. 


In a recent talk 


In this 


power, $4,000 for every $100,000 spent, 
and when converted into figures cover- 
ing the farm expenditure in the United 
States of America, the sum would run 
into millions. 

Uses Cash Slogans 

We have also found that when a cus- 
tomer is made ta pay cash there is not 
nearly as much money squandered on 
unnecessary improvements on the farm. 
Under the old system we were often 
told when asking for money, “I am 
sorry, I just had to buy another cow,” 
or “I simply had to get a milking ma- 
chine; I haven’t any money for you to- 
day.’ Today we are not met with such 
remarks. In advertising a cash business 
it is well to have a slogan and use it 
continually on all the advertisements. 
We use such slogans as, “Cash Makes 
No Enemies.” “The Store Where Cash 
Saves.” We are now going to use a 
new one—“Our Terms Are Easy. Cash 
With the Order. We Dun Nobody.” 

I was asked this question in my talk 
at Boston: What is your procedure with 
a customer that always pays for an old 
bill upon taking out a new order of 
goods. How do you change this cus- 
tomer to your cash system? The answer 
was simple. In this case we tell the 
customer to apply the payment on the 
goods he is taking at the time and to 
make small monthly payments to pay 
up the old bill. This immediately puts 
him on our new system. After one 
year’s experience we found that almost 
without exception all of the old _ bal- 
ances were cleaned up. 

Cash Basis Day Here 

We must all come to this conclusion. 
The day of cash buying is here and to 
meet competition the dealer must get 
on the band wagon. The chain stores 
years ago catered to only a few. Farm- 
ers cooperative buying organizations 
had only a few members. The mail 
order houses never dreamed of the 
volume they now enjoy. but the public, 
although not very easily taught new 
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ideas, took advantage of these cash buy- 
ing systems and benefited by them. 

Today the large chain outfits are 
either going to make us better merc- 
hants or put us out of business. If 
the grain dealers expect to remain in 
business today they must meet this con- 
dition with the same method of war- 
fare. This is a case where one must 
fight a fire with a fire and not with 
water. In the past we unsuccessfully 
tried to fight the cash and carry cooper- 
ative grain buying exchanges by ex- 
tending credit and service and now find, 
rather late, that the farmers did not 
want the service or the credit at the 
enormous cost to them. 

I am sure that the sooner our business 
as a whole goes on a cash and carry 
or charge for delivery system and re- 
duces overhead, such as trucks, book- 
keeping, bad bills, salesmen, etc., and 
the sooner we give these savings to the 
customer, the sooner our business will 
be brought back to its place that it de- 
serves in the community. Unless this 
is done modern methods used by com- 
petitors will eliminate the dealer. 


RODDIS FLOUR & FEED ware- 
house, Rochester, Minn., has moved its 
business to its new $30,000 plant and is 
now open for business. D. Roddis is 
manager of the plant. 


MRS. WILLIAM BOURNE, Et- 
trick, Wis., has purchased the feed mill 
of Fred Fillner. 


SUPERIOR FEED MILLS, Okla- 
homa City, Okla., is erecting a new 
three-story mill building and warehouse 
which will treble the capacity of the 
plant. 


GEORGE KROLL, Altoona, Ill., has 
finished the construction of his new feed 
mill and has opened the mill for busi- 


ness. Mr. Kroll also operates a mill at 
Galva, 
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a GENUINE DINGS Magnetic Separator 
for the FEED GRINDER 


So powerful, simple and inexpensive it 
will pay for itself in a few months’ time. 


Fully Automatic 


Works perfectly on the steepest chute. 
Automatic discharge opens to full width 
of chute and instantly discharges any 
piece of iron large or small—an exclu- 
sive feature. 


Enormous Electro Magnetic Strength 
Hundreds of times stronger than perma- 


nent magnets. Absolutely perfect separa- 
tion assured. 


Reduces Grinding Power 

From 10 to 20%. Makes screens and ham- 
mers last twice as long. Prevents fires 
and explosions. Makes feed safe for cus- 
tomers’ cattle. | 


Send in your name for this 
New Free Catalog 


Dings Magnetic Separator Co. 
704 Smith Street, Milwaukee, Wis. 


ESTABLISHED IN 1899 
The world’s largest manufacturer of Magnetic Separators 


Boston: 304 Rice Bldg. San Francisco: 273 Seventh St. 
New York City: 30 Church St. Chicago: 332 S. LaSalle St. 


Branch Offices in Other Principal Cities 
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| 
Be sure your Separator is a genuine SEPARATIONQSS==3 


COMMANDER FLOUR 


means 


Increased Sales | 


and | 


Larger Profits 


For the Dealer 


“Better 
Flour” 


“Reasonably 
Priced” | | 


SHORT PATENT FL 


A ““MMANDER MILLING 


GEN 
NINNEAPOLIS MINNESO™® 7 
REG.u.s, pat. OFF- 


S5 


also | 
A Full Line of Commercial and | 
Mill Feeds | 


Write us about securing Exclusive 
Agency Rights on the complete 
Commander Line for your territory. 


COMMANDER MILLING ComPANY 


Chamber otf Commerce Minneapolis, Minn. 
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Repeal of Mercantile Tax Sought 


By Pennsylvania Dealers 


Vote Against Levy at Meeting Held in Norristown, December 11 
Question Box Stimulates Discussions on Many Trade Problems 


EARLY 100 retail feed merch- 

ants, members of the Southeast- 

ern Pennsylvania Feed Merch- 
ants association, who met at Norristown, 
December 11, voted to ask the state 
legislature to repeal the mercantile tax. 
It is the contention of the feed men 
that the tax is discriminatory because 
certain types of business are not re- 
quired to pay it. 

The meeting of the feed dealers was 
held at the Valley Forge hotel which 
has been the scene of the annual affair 
for several seasons. Promptly at 2 
o'clock President Albert Thompson, 
Wycombe, Pa., opened the session with 
an outline of the activities of the orga- 
nization since its summer meeting. 


President Thompson Speaks 

“The feed dealers of this section of 
Pennsylvania have never been more 
united,” he said. “With the so-called 
farm relief issue right now before us 
and the chain stores and direct selling 
a reality we must work together for 
the common good of all in the trade.” 

He praised the membership commit- 
tee which had worked efficiently to en- 
roll new dealers. Later a report of the 
committee showed a substantial increase 
in members and plans were outlined to 
continue the enrollment. 

J. A. Trinley who represented the as- 
sociation at the meeting of the Grain 
Dealers National association at Peoria 
last October, gave a brief talk on the 
convention program and his impressions 
of the grain trade which he gathered 
while enroute. 

Analyzes Grain Situation 

“T was again impressed with the fact 
that the East is a consuming center and 
not a grain shipping section,” he said. 
“Practically no grain is raised and 
shipped out, east of Columbus, Ohio. It 
is easy to see why farm relief that aids 
the western farmers will add a burden 
to the eastern farmers.” 

Judge Franklin Edmonds gave an in- 
teresting talk on the subject of “Taxes 
and Tariff in Relation to Retailers”. 
Judge Edmonds has been guest speaker 
at other meetings of the Pennsylvania 
dealers and was right at home among 
friends. 

Tax Problem Discussed 

“Taxes and tariff are of greatest im- 
portance to every retail feed dealer,” 
he said. “Estimating the population of 
the United States at 120 million, the 
per capita tax for 1929 will be approxi- 
mately $100. The gross income in our 
country is about 90 billion dollars, of 
which 12 billions will go for taxes. In 
other words between 13 per cent and 


14 per cent of our gross income will 
go for taxes in support of government, 
either federal, state or local. 

“During the past ten years the per 
capita federal tax has dropped from 


Albert Thompson, left, is president of the 
Southeastern Pennsylvania Feed Merchants 
association. Prof. F. B. Morrison, right, is 
scheduled to speak atthe midwinter meeting 
of the Eastern Federation of Feed Merchants 
February 20, 21. 


$48.00 to: $30.00 while the state and local 
taxes have increased. For instance, lo- 
cal taxes have increased from $25.00 to 
$55.00 per person. Of the $100 average 
per capita tax, $30.00 went to the federal 
government, $15.00 to the state, and 
$55.00 to local governments. Of the 
federal taxes 70 per cent is used to pay 
for war, either in pensions, armament 
or defense personnel. 
Mercantile Tax Criticised 

“While it is apparent that we have 
too many bureaus or departments, each 
claiming a large share of the tax money 
it is also a fact that much of the in- 
crease in state and local tax revenue 
has been used to build roads, schools 
and make improvements of benefit to 
every citizen. 

“One tax that puzzles every retail 
dealer is the mercantile tax. Only 
Pennsylvania and one other state re- 
tain the tax. I believe it is unsound 
because it costs too much te collect it. 
The tax yields only three to four mil- 
lions but it costs 10 per cent to collect 
It is a principle of taxation that if a 
tax costs mord than 2 per cent to col- 
lect it is not a wise tax. 

“I believe in a protective tariff. The 
business of our country could never 
have reached its present position if it 
were not for the protective tariff. I 
believe, however, that the tariff needs 
constant revision to meet changing con- 
ditions.” 

Members Approve Repeal 

Judge Edmonds answered many ques- 
tions on taxes and tariff and at his sug- 
gestion the dealers voted to petition the 
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next session of the legislature to repeal 
the mercantile tax. 

W. A. Stannard, secretary of the Eas- 
tern Federation of Feed Merchants, 
gave a brief talk on the activities of the 
federation, particularly its opposition to 
the loan of the federal farm board to 
the G. L. F. 

A question box session brought out 
many interesting discussions. The ques- 
tions had been dropped in a box before 
the meeting. 

“Should mills be equipped with mix- 
ers?” was the first question and there 
was a scramble to answer it. John 
Fisher gave an answer that summed up 
most of the others. 


Pleased With Mixer 

“I considered the mixer for a long 
time before installing it,’ said Mr. 
Fisher. ‘Finally, I put it in and after 
the few months it has been in operation 
I am convinced that I made a mistake 
in delaying as long as I did.” 

“What charge is made for mixing?” 
was a question that brought a variety 
of answers. One dollar per ton was an 
average charge reported but there were 
dealers who charged all the way from 
50 cents to $2.00. Most of the dealers 
agreed that $2.00 should be a mininium 
charge. 

Another question that provoked a live- 
ly discussion was, “What should be the 
rate of stock turnover?” One dealer re- 
ported a turnover of six times a year, 
while the rest agreed that a proper turn- 
over should be at least 12 times an- 
nually. The average reported was about 
eight times. 

Cash, Credit Question 

“Tf I decide to sell for cash, does that 
mean payment on delivery of goods or 
within thirty days?’ was the next ques- 
tion drawn. The dealers agreed that a 
cash on delivery policy should be main- 
tained but the majority of them per- 
mitted limited credit. 

“Does it pay to sell feed in another 
dealer’s territory?” asked one questioner 
and there was a roar of negative an- 
swers. 

Howard A. Simpson, secretary of the 
association, announced that a prize had 
been offered for the best vooster letter 
on the subject, “What Benefits Do I 
Derive from Our Association.” 

John Rosenberger and Ralph Miller 
were appointed to draft a resolution to 
be presented to the state legislature. 
asking a repeal of the Pennsylvania mer- 
cantile tax. 

Turkey Dinner Served 
A turkey dinner was served to the 


(Continued on Page Forty-five) 
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HUNKY-DORY 


16% Molasses 
DAIRY RATION 


Your customers will like this profit- 
making feed. Write for sample and 
price delivered your station. We 
are also manufacturers of Franklin 
ground flax screenings, feeding oat- 
meal and other fast selling quality 
commodities which have become 
favorites among feeders of the Cen- 
tral Northwest. Wire or write for 
price list including quotations on 
millfeeds, oil meal, corn and oats. 


THE HAERTEL COMPANY 


Incorporated 
MANUFACTURERS AND DISTRIBUTORS 
604 CORN EXCHANGE BLDG. 
MINNEAPOLIS, MINN. 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 
. Queen in 
= WHEAT FEED straight or 


Bran, Screenings oot mixed cars 
— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6% with Che- 
CRUDE FIBRE - - 83% — 
ST. PAUL, MINN. rokee Pure 


<= Office 315 Corn Exchange ~~ Bran and 
Cherokee 


Middlings. 
Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


"your (Cotton-Seed-Meal) 


on 
Memphis Merchants 
Exchange 


We offer our Services as Clearing 
Member. Full information fur- 
nished on request. 


Secure our prices for Spot and 
Future shipments. 


MARIANNA SALES CO. 
MEMPHIS, TENN. 
White-Mule Brand _ Registered all States 


Quality and Service 


L. TEWELES SEED CO. 


HOME OF 


BADGER BRAND 
SEEDS 
1865— 1929 


MILWAUKEE, WIS. 
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Famous Business Counselor Explains 
Why Associations Fail 


Enumerates 12 Pitfalls Which Organization Should Always Avoid 
Members, Big or Small, Should Play the Game to Insure Success 


HAT makes an association suc- 
cessful? Why does it fail? 
The consideration of these 
questions is especially timely with the 
advent of the New Year when every 
organization should resolve to grow and 
to do bigger things than it has done 
in the past. 


12 Reasons for Failure 

The reasons why associations are suc- 
cessful and why they fail are revealed by 
E. St. Elmo Lewis, counselor in trade 
and consumer relations, National Serv- 
ices, Inc., Detroit, an internationally 
famous business analyst, in one of his 
recent addresses to a group of indus- 
trial men. 

“There are twelve reasons,” he said, 
“for the failure of a trade association. 

“(1) Failure to realize that a trade 
association is a business with unique 
problems of economic and human rela- 
tionships, and that there is a_ special 
technique and experience necessary in 
organizing and conducting a trade as- 
sociation, just as there is in any other 
modern business activity. 

“Nearly 40 per cent of trade associa- 
tions fail to produce tangible results for 
this reason. 

Should Analyze Field 

“(2) Failure to make a proper analy- 
sis of ‘the job to be done’ by the trade 
or industry, which means fixing the rel- 
ative position and tendencies of the 
trade; listing the various abuses and 
difficulties which retard its profitable 
progress; thus finding the trade prob- 
lems common to the members as a basis 
of the association program. 

“This is among the causes of 70 per 
cent of the failures. 

“(3) Failure to realize the necessity 
for both administrative and executive 
leadership, thus putting: the work of the 
association in the hands of cheap, in- 
competent, time-serving men who waste 
time and money in theoretical futilities 
or the selfish pursuit of personal ends. 

“Successful associations are invaria- 
bly those that have set up their plans of 
crganization and program of operations 
only after the most careful analysis to 
determine the real situation in and out 
of the trade—and then let such facts 
lead them to practical decisions. 

Recommends Paid Staff 

“(4) Failure to realize that busy men 
will not and cannot give the time neces- 
sary to working out the details of asso- 
ciation operation—no matter how great 
their personal interest—and thus fail to 
provide for the selection and mainten- 
ance of a competent staff necessary to 


skilled execution of well defined and 
considered policies. 

“The most successful associations are 
asking members to do little but pass on 
policies and results—leaving the execu- 
tion to paid staffs. 

“(5) Failure to realize that the job 
of a trade association executive is not 


Points An Association 
Must Observe 
1 


It must have an aggressive, 
faithful and competent lea- 
dership and a membership loyal 
to the purpose and plan. 
? It must have a plan of action 
based on a competent, un- 
biased analysis of the trade’s 


requirements. 
3 It must have an adequate 
and competent staff to do 


the work. 

4 It must have a program that 
realizes the necessary time, 

and a budget that fully covers 

the expense of putting the plan 

into execution. 


a sinecure for a friend, or a refuge for 
2 business failure. 

“Associations are rapidly getting away 
from this early mistake. Associations 
of outstanding success are invariably 
manned by skilled, specially-trained ex- 
ecutives who have displayed definite 
qualities of leadership. 

Sound Treasury Needed 

“(6) The trade association fails 
whose membership expects its sales 
problems to be solved, its competition 
to become lightened, its technical edu- 
cation to be developed, its public to be- 
come informed, at no greater annual 
charge to each member than the ex- 
pense of a salesman’s evening entertdin- 
ment of a first-class prospect. 

“The business leaders who have de- 
veloped successful associations know 
that budgets are fixed by the plan of 
work, and they cannot afford to employ 
cheap staffs. Compensation is going up. 

“(7) The trade association fails that 
spends its money and time trying to 
evade the price-fixing provisions of the 
Sherman Anti-Trust act and thereby 
hoping to make real cooperation in the 
development of its markets, the educa- 
tion of the membership in better busi- 
ness methods, unnecessary. 

“The federal trade commission and 
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court records demonstrate the futility 
of handling such trade problems in a 
spirit of a fighting resistance to public 
opinion. Successful trade associations 
guide and develop a favorable public 
opinion. 

Should Supply Data 


“(8) The trade association fails that 
exhausts its cooperative effort in pas- 
sively ‘resoluting’, or in drawing up 
vague ethical ‘creeds’, or in formulating 
codes of practice that are impractical, 
or that expects, by merely displaying 
practical codes on office walls, it can au- 
tomatically eliminate all the human 
cussedness that makes a warfare of 
business. 

“Successful associations have found 
ways to make codes effective in raising 
the standards of practice. 

“(9) The trade association fails 
when it does not furnish practical work- 
ing data on production, finance, market- 
ing, merchandising, advertising, sales, 
and general business control—and when 
it does not have specialists who can in- 
terpret the data in such a way as to give 
each member a true picture of the ten- 
dencies in the whole trade and his re- 
lation to them. 

“Successful associations de- 
veloped affirmative constructive pro- 
grams of helpfulness in all functions of 
a business. 


Members Must Cooperate 

“(10) The trade association fails 
that does not realize in fixing its plan of 
organization and program of operation, 
and in selecting its executive personnel, 
that the effective trade association is a 
cooperative method of furnishing skilled 
staff guidance to the entire trade in the 
keen competition between trades for a 
share of the consumer dollar. 

“The most successful associations are 
all staffed by specialists in the different 
business problems that research and 
analysis have shown to be important in 
the effort to maintain profits, and the 
relative place of the trade. 

“(11) The trade association fails 
that stops at the golf-playing, good-fel- 
lowship stage, however much friendli- 
ness helps at every stage of a more 
practical program. 

“The demand for practical results and 
the reorganization of associations prove 
this. 

“(12) The trade association fails 
whose members do not ‘play the game’ 
because they are ‘too big and don’t have 
to,’ or ‘so little it does not matter’. 

“Otherwise the association is a futile 
gesture.” 
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R. L. HERRICK M. H. HERRICK 


THE 
BURTON 
THE DEALERS | MIXER 


HERRICK 
FEED 
CO. 


has been sold to 
hundreds of eleva- 
tor and feed com- 
panies throughout 
the feeding states 
and we have never 
heard of one which 
failed to make its 
owner a profit. 


Invented by 
a practi- 
cal feed man- 
ufacturer, it 
embodies such 


Phones 


important de- 
P hones tails as exact- 
ly correct 
135 135 speed of con- 
veyor, proper 
118 118 relation of baffle plates to mixing trough, loads 


and empties from same end, uses a minimum 


HARVARD ILLINOIS of power and requires very little floor space. 


If you are thinking of installing a profitable 
mixing department, or considering replacement 
of your present equipment, write for our illus- 


WHOLESALE trated bulletin, prices and terms. 
GRAIN & FEED SHIPPERS 
BURTON FEED & MIXER Co. 
R. L. HERRICK, Jr. J. M. HERRICK DETROIT MICHIGAN 


Dealers Make Profits 
With Blue Ribbon Sweet Dairy Feed 


a ~ Fair Margins: There is just as much profit in 

™ selling a sack of Blue Ribbon Sweet Dairy Feed 
as in selling a sack of high protein feed; and you 
sell Blue Ribbon by the ton, not by the sack. 
Rapid Turnover: Blue Ribbon sells fast and 
keeps a fresh stock in your warehouse all the 
time. You do not have losses in storing Blue 
Ribbon because it is fed in volume and repeats. 
Satisfied Customers: Feeders of Blue Ribbon 
Sweet Dairy do not shop around for a better feed. 
When they find that Blue Ribbon makes them the 
most profit for the least feed cost they are satisfied. 


Year "Round Business: Feeders who have 
GUARANTEED ANALY learned the value of Blue Ribbon Sweet Dairy 


EIN 16% FAT O% FARR also learn the wisdom of feeding it during the 
spring and summer as well as in the fall and 


winter. That helps your profits. 


BROOKS MILLING CO., Minneapolis, Minn. 
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W.G. Kellogg Appointed Head 
Grain Corp. 


Of National 


G. KELLOGG, Archer-Daniels- 

e Midland Co., Minneapolis, Minn., 
has been appointed head of the market- 
ing operations of the Farmers National 
Grain Corp., the $20,000,000 concern or- 
ganized under the supervision of the 
federal farm board. Mr. Kellogg will 
maintain offices at Chicago. 

The appointment, it is believed, places 
Mr. Kellogg in charge of all the func- 
tions of the federal farm board’s mar- 
keting agency and makes him the con- 
trolling factor in the Farmers’ National 
Grain Corp. plan to maintain grain 
prices at figures set by the board some 
time ago. While no official announce- 
ments of the grain corporations’ methods 
of procedure have been made, it is sur- 
mised by many grain men that the body 
will serve as a merchandising as well as 
a purchasing agency. 

Mr. Kellogg is a familiar figure in 
grain and feed circles. He began his 
career with Fagg & Taylor, Milwaukee 
grain merchants, 20 years ago, and later 
formed a_ partnership with Warren 
Stacks, operating a grain business and 
elevator in that city. About 11 years 
ago Mr. Kellogg moved to Minneapolis 
and became president of the Delmar Co., 
a subsidiary of the Armour Grain Co. 
He joined the Archer-Daniels-Midland 
Co., Minneapolis, when it took over the 
Armour subsidiary elevators there. 

Mr. Kellogg’s appointment to the re- 
sponsible government position comes 
early in life. He is 42 years old. He 
is a brother of F. W. Kellogg, presi- 
dent of the Kellogg Seed Co., Milwau- 
kee, John L. Kellogg, associated with 
the Stratton Grain Co., at Chicago, and 
George P. Kellogg, secretary of a state 
livestock dealers association in Idaho. 

The Farmers’ National Grain Corp., 
of which Mr. Kellogg is head, has al- 
ready exercised influence on the grain 
market. On December 21 it offered 
$1.18 a bushel for wheat at Chicago 
and the immediate reaction was a rise 


ARNIM SUNDET, Chatfield, Minn., 
has purchased the interest of his part- 
ner, Theodore Sundet, in the Sundet & 
Sundet feed mill and is remodeling the 
building. 


RAYMOND COOPERATIVE 
Creamery Co., Willmar, Minn., has pur- 
chased the feed mill and equipment of 
Charles Thalen and has opened it for 
business. 


ANNE VIRGINIA, Baltimore Md., 
wife of Charles M. Struven, Jr., Chas. 
M. Struven & Co., died on December 6. 


M. C. BURNS, president of the Trad- 
ers Feed & Grain Co., was elected a 
director of the Transportation club of 
Buffalo at a recent annual meeting. 


W. G. Kellogg 


in the prices at all principal markets. 
The grain corporation’s move was in 
accordance with the policy of the fed- 
eral farm board which has set a mini- 
mum price for wheat of $1.18 at Chi- 
cago, $1.15 at Kansas City, $1.25 at 
Minneapolis and $1.21 at Galveston. 
These prices, according to the board, 
will be offered whenever the market 
falls below the minimum level. 

The corporation’s recent entrance into 
the market sent prices of wheat up in 
all principal. markets from 4 to 6 cents, 
and came as a surprise to men in the 
trade. 


NEW ELECTRO MAGNET 
Dings Magnetic Separator Co., 704 
Smith street, Milwaukee, is now manu- 
facturing a small, high power electro 
magnet for removing iron from grain be- 
fore it enters attrition or hammer mills. 
A demand for this new magnet was cre- 
ated by insurance companies who have 
found by tests that this type of magnet 
not only removes the danger of fire in 
the mill, but also results in a reduction 
of 10 to 20 per cent in power costs of 
feed grinding departments. L. C. La- 
fond, Wisconsin representative of the 
firm for the last five years, who has 
been instrumental in getting this ma- 
chine to be put on the market, reports 
that it will substantially decrease feed 
grinding costs and remove foreign ma- 
terial from grain much' more effectively 
than the old fashioned horseshoe mag- 
net, screen or scalping reel. 


Milk Institute to Develop 
Animal Feed Market 


The animal feed market will be de- 
veloped by the American Dry Milk In- 
stitute, it was decided by the members 
at a meeting held in the Palmer house, 
Chicago, December 4. Work will be 
carried on through feed manufacturers 
and direct to the farmers, according to 
present plans. Features of dry skim 
milk for animals will be pointed out 
and the slogan adopted is “A Barrel 
on Every Farm”. 

Members who attended the meeting 
visited the Institute’s new laboratory, 
which was recently opened to make 
tests and to grade samples of powdered 
skim milk submitted by manufacturers. 


-J. W. NELSON, Faribault, Minn., 
has purchased the Winnebago Flour 
and Feed mill, Winnebago, Minn. 


Drives 600 Miles for Mixer 


W. T. C. Weimer, man- 


ager of the St. Francois 
County Farm’ Bureau 
Purchasing & Sales asso- 
ciation, Farmington, Mo., 
recently made a round trip 
of 600 miles to obtain a 
Haines mixer direct from 
the factory of the Grain 


Machinery Co., Marion, 
Ohio. Upon his arrival at 
the plant, Mr. Weimer 


selected the type of equip- 
ment to meet his particu- 
lar requirements. It was 
loaded on the truck and 
within a few days was in 


service at its destination. 


Mr. Weimer, upon his 
visit, also placed an order 
for another dealer, Jefferson Mac- 
Dowell, Farmington. Advertisements 


THE FEED BAG—JANUARY, 1930 


Mr. Weimer with his new Haines mixer loaded on truck. 


published by The Grain Machinery Co. 
interested Mr. Weimer in the product. 
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Why 


load up on straight cars when 
you can buy mixed cars at 
nearly the same prices. 


We carry everything in the 
feed line and can ship all 
vour needs in the one car. 
Within twenty-four hours 
after receipt of your order, 
your car is loaded and 
shipped. 


Wire or phone us for delivered 
prices. 


----for almost half 


a century---- 


BVERY time you sell a sack 
of flour it should do at 
least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 

It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 


Occident Hard Wheat Bran 
Occident Wheat Mixed Feed 


an 

Alta Hard Wheat Middlings 

FREE FROM SCREENINGS 
HIGH IN PROTEIN 


RUSSELL-MILLER MILLING CO. 
General Offices 
MINNEAPOLIS, . MINN. 


WISCONSIN RAPIDS, WISCONSIN 


McKercher Milling Co. FLOUR 


gram based on giving the farmer- 


facts on feeding COTTONSEED 


thousands of feeders are using mod- 


the Educational Service. 


They are finding out 
---how farmer Jones always TOPS 
THE MARKET with his porkers 


There must be a reason why Farmer Jones always tops the 
feeder authentic and latest scientific market with fancy prices for his porkers. There’s a reason, too 
—why he markets ’em just a little ahead of his neighbors. Ask 
ating demand everywhere. Literally Farmer Jones (you can bank on it his neighbors do) —and he 
ern feeding information supplied by will tell you “CoTToNsEED MEAL, as a source of protein in the 
hog ration means greater gains, in faster time at less cost.” 
Thousands of farmers in every section of the U. S. A. are fol- 
lowing the methods of Farmer Jones. Mr. Feed Manufacturer, 
that means what? Simply that mixed feeds containing CoTTON- 


SEED MEAL are turning over... and turnover means Profit. 


For information---address Dept. T-FB-D 


Educational 


National Cottonseed 


915 Santa Fe Building 
Dallas, Texas E.S.N.CPA. 


feed 


(otto 
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Service 


nseed) Products Association 


Columbia Nat’l Bank Bldg. 
Columbia, S. C. 
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S. E. Pennsylvania Merchants 
Asked to Fight Farm Loan 


HE Southeastern Pennsylvania Feed 

Merchants association has issued a 
special appeal for dealers in its terri- 
tory to join the organization and to as- 
sist in the cooperative movement which 
has been launched by the Eastern Fed- 
eration of Feed Merchants in ‘protest of 
the $50,000 federal farm board loan 
which has been made to the Coopera- 
tive Grange League Federation. 

“If you are not a member of the 
Southeastern Pennsylvania Feed Mer- 
chants association which is affiliated 
with the Eastern Federation of Feed 
Merchants, you should delay no longer,” 
the special notice reads. 


Dealers’ Welfare Threatened 

“Your very existence depends largely 
upon the outcome of what it is now 
undertaking and its success depends on 
the support every, individual feed dealer 
gives it. 

“Listen to this—The federal farm 
board has loaned the Cooperative 
Grange League Federation $50,000 to 
establish retail stores and warehouses. 
This league is in the business of manu- 
facturing and distributing feeds, grains, 
seeds, fertilizers, shoes, rubber goods, 


Canned Chicken Expected 
To Add Feed Sales 


An upward trend in the market for 
chickens and consequently for poultry 
feeds is expected as the result of a can- 
ning process originated by George A. 
Hormel, Hormel & Co., Austin, Minn. 
Whole chickens, already dressed, are 
canned for the market. 

The Hormel organization is packing 
more than 22,500 chickens every 22% 
hours, which is equivalent to an output 
of approximately 7,000,000 cans a year. 

The new discovery is expected to be 
adopted by other packers and a sharp 
increase in the demand for poultry is 
anticipated. The forecast is greater 
prosperity for poultry men and farmers 
and more feed sales for the dealer. 


E. LIETHEN GRAIN CO., Apple- 
ton, Wis., reports that work is progres- 
sing rapidly on its new grain storage 
building. The construction of the build- 
ing will continue through the winter un- 
til it is completed. 


H. N. JENSEN & SONS, Esther- 
ville, Ia., are building a large addition 
to their plant which will be used to con- 
duct a retail flour feed and seed busi- 
ness. 


W. A. EDMUNDS, proprietor of the 
Sherman Steam Mills, Sherman, N. Y., 


has gone to Florida for the remainder 
of the winter. 


etc., and are your keenest competitors. 
Yet they are given this loan. 

“This league is not a western concern 
beyond doing you harm, but is located 
in Ithaca, N. Y., right in your midst. 
What can you do about it? Throw all 
your energy into the work of 'this asso- 
ciation, who in turn is assisting the 
Eastern Federation of Feed Merchants 
to send a representative to Washington 
to make a personal protest’ to the board. 
They are also ready to ask for a legis- 
lative investigation of the activities of 
state colleges and farm bureaus, which 
as you know, have in many _ cases 
worked against your interests. 

Urged Not to Delay 

“You cannot ignore this matter any 
longer. It is a critical period in the life 
of the retail feed industry. 

“Get in touch at once with Howard 
A. Simpson, 204 W. Marshall street, 
Norristown, Pa., or any other officer of 
the association. 

“If you have had no reason heretofore 
1o join this association of feed dealers, 
surely this matter will decide it for you. 
You cannot delay longer. The dues are 
$10.00 in advance.” 


THE COXSACKIE MILLING & 
Supply Corp., W. Coxsackie, N. Y., 
has installed a molasses mixer and large 
storage tank. John O. Yeomans, vice- 
president and manager, reports that the 
customers appreciate the new _ service 
and business is booming as a result. 


SCOFIELD FEED & MINERAL 
Co., Council Bluffs, Ia., is installing 
new machinery in its plant which will 
be used for the manufacture of a pat- 
ented stock feed. 


Milton Flory 


Milton Flory, president of the Flory 
Milling Co., Inc., Bangor, Pa., one of 
the pioneer flour and feed manufacturers 
in the eastern states, who recently suf- 
fered a broken collar bone and painful 
injuries in an automobile accident at 
Allentown, Pa., has recovered and is 
again actively engaged at his old post. 
To Mr. Flory is due much of the credit 
for the remarkable strides in the pro- 
duction of balanced rations for livestock, 
and the success enjoyed by the Flory 
Milling Co., is the result, in a large 
measure, of his policy to produce the 
best feeds possible. 

Mr. Flory’s many friends in the trade 
will be pleased to learn of his recovery. 
Although the recent accident retarded 
his many activities Mr. Flory returns to 
his job more determined than ever to 
continue the rapid progress which his 
firm has enjoyed. 


Pennsylvania Feed Merchants 
Seek Repeal of Tax 


(Continued from Page Thirty-nine) 
dealers in the ballroom of the hotel. 
President Thompson was_ toastmaster 
and W. K. Gulick was the fively song 
leader that made the intervals between 
coarses interesting. An illustrated talk 
on the new Hudson river bridge from 
New Jersey to New York City was 
given by one of the structural engi- 
neers. The pictures showed graphically 
the manufacturing of the steel work 
and the great cables that will hold the 
weight of this largest of all suspension 


bridges. It will have a span of 3,500 
feet. 

W. A. Stannard was guest speaker, 
and used for his subject, “Pepping Up 
Our Business.” 

“The letters of the word pep to me 
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represent the words Personality, En- 
thusiasm and Purpose,” he said. “These 
three elements are necessary for success 
and our success will not be complete 
if we lack any one of them.” 

He illustrated his talk with stories of 
feed men he had met who were success- 
ful or otherwise and he analyzed the 
reasons for their success or failure with 
personality, enthusiasm and purpose as 
a measuring stick. 

The officers of the association to 
whom much credit for the success of 
the meeting is due, are president Al- 
bert J. Thompson, Wycombe; vice-pres- 
ident Robert J. Mattern, West Point; 
treasurer M. E. Diefenderfer, Bechtels- 
ville; secretary Howard A. Simpson, 
Norristown; assistant secretary Ralph 
E. Miller, Collegeville. 
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OUR MODERN PLANT 


Built to Serve You 


1 A COMPLETE VARIETY of 
* Doughboy Feeds built to meet the 
nutritional requirements of the most 
exacting feeders of live stock and poul- 
try is available to you from our modern 
mill. Tested and proved brands of flour 
make our mixed car service complete. 


2 HIGHEST QUALITY INGRE- 
* DIENTS are used exclusively in 
the manufacture of Doughboy pro- 
ducts. The grains we mill are of the 
best grade; the by-products used are 
carefully chosen for quality; close at- 
tention is paid to the details which 
make your feeders respect your store. 


3 PERSONAL SERVICE is the key- 

* note of our organization. Our:5000 
ton warehouse insures you immediate 
service when you are ina ‘“‘pinch’’. We 
regard your welfare the same as we do 
our very own. Phone or wire at our 
expense when you are next in the mar- 
ket for flour and feeds. 


New Richmond Roller Mills Co. 


NEW RICHMOND, WIS. 


AND SPEAKING OF— 


—quality and the profitable policy of 
handling and mixing high quality feeds, 
may we suggest for your 1930 program 


Camel Wheat Feed 
Kent (Soft Winter) Feeds 
Humphreys-Godwin Cottonseed Meals 
Cream of Corn Gluten 
Douglas Sweetened Gluten Feed 
34% Linseed Meal 


We handle these and all other standard feed- 
ingstuffs—may we serve you? 


AMES -BURNS CO. 


G. W. HOSIE E. C. KESSLER 
President Vice Pres. - Treasurer 


J. D. DITZLER 
Secretary 


JAMESTOWN, N. 


G. C. GARNER, 
Homer, N. Y. 
Central New York Rep. 


N. A. SMITH 
Watertown, N. Y. 
Northern New York Rep. 


Watch our advertising in The Feed Bag 
for the coming year. 


SPENCE 


The Original 
Flax Screenings Feed 


Have you seen a sample lately? 


Our new improved process 
makes a big difference in 
quality. 


Ground Barley 


Our product is guaranteed free from scabby 
barley. 


~ 


STUHR -SEIDL COMPANY 


MANUFACTURERS 
Chamber of Commerce 


MINNEAPOLIS 
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Prize Merchandising Methods 
Selected for Dealers 


(Continued from Page Ten) 

up. Eggs and culled chickens are mar- 
keted for the farmer or credited on the 
feed bill if desired. The two partners 
go the second mile in service wherever 
they find an opportunity. In less than 
seven years after they started they have 
built a thriving feed business and are on 
their way to continued growth and pros- 
perity. Service did it. 

7. Success has been attained by 
many dealers because they concentrated 
on one brand of well-known, advertised 
feed and centered all of their sales ef- 
forts upon it. The pian, they discov- 
ered in each instance, has enabled them 
to realize a quicker turnover of stock, 
to stress the value and features cf their 
product and to operate on less ready 
capital. Many of the dealers had pre- 
viously handled four or five brands and 
upon turning over to the new system 
increased their total sales volume from 
50 to 100 per cent. The plan is worth 
trying. Dealers will often find that the 
old saying “jack of all trades, master 
of none,” applies in the feed business. 

Hatchery Combination 

8. Several articles describing the suc- 
cess of dealers who operated hatcheries 
in connection with their feed stores and 
found that the two made a good busi- 
ness-getting combination were published 
in The Feed Bag during the past year. 
The plan is almost a sure-fire money 
maker in localities where it is possible 
to apply it. What’ could be more pro- 
ductive of sales than to sell the farmer 
the very things which consume the 
feed? Obviously, the more poultry a 
dealer succeeds in getting into his ter- 
ritory the broader will be his market. 
It is building business from the bottom 
up, and that is the right way to build 
business. 

9. Farmers are followers. The ex- 
periences of their neighbors are most 
convincing to them. One dealer has 
capitalized on this characteristic and is 
building sales with testimonials which 
he solicits by mail from his patrons. Re- 
plies are received in response to ques- 
tionnaires. Fifty cents in trade is grant- 
ed by the dealer as an inducement for 
the farmer to answer the questions. The 
returns are gratifying. The leading 
question which the dealer asks the far- 
mer reads: 

“What has been your experience with 
our feeds and how have they helped you 
in your feeding problems?" 

Constructive suggestions on how to 
improve the service extended by the 
firm are also. solicited The favorable 
testimonials are used for convincing new 
prospects 

Holds Farm Meeting 

An eastern milling firm built 
good will and lanl the foundation tor 
future business by holding a meeting 


for farmers at tts plant Moore than 80 


Good merchandising ideas bring business 
to your store. Resolve now to apply one or 
more of these plans during 1930. 


leading dairymen attended. The dealer 
gave a talk stressing the importance of 
proper feeding methods. An agricul- 
tural agent and a college professor con- 
tributed to the program with practical 
information for the dairymen. The 
farmers were treated to a big dinner 
and all of them returned to their homes 
with good will in their hearts for the 
milling firm. Dealers who promote 
farm meetings perform a real service 
for their patrons and their efforts will 
be indirectly rewarded by increased 
business. 

These are the ten outstanding mer- 
chandising ideas which were published 
in The Feed Bag during 1929. More 
will follow in 1930. In the meantime 
it will be profitable for deaiers to make 
a New Year’s resolution to adopt one 
or more of the plans and carry it! out. 
More sales, increased prosperity will be 
the reward. 


DONAHUE-STRATTON CO., Mil- 
waukee, Wis., has become an associate 
member of the Southern Mixed Feed 
Manufacturers association, it was an- 
nounced in a recent bulletin issued by 
the organization. 


DINGS MAGNETIC SEPARATOR ° 
Co., Milwaukee, has appointed G. A. 
Reinhard as representative in the Cleve- 
jiand, Ohio, territory. Mr. Reinhard will 
maintain offices at 1836 Euclid avenue. 
He has been identified with the elec- 
trical industry for more than 20 years 
and possesses an ample fund of experi- 
ences for aiding clients in the problems 
and details of magnetic separation. 


F. J. SMITH, manager Nickle Plate 
Mills, Erie, Pa., thinks thieves have no 
holiday spirit. Just a day or two prior 
to Christmas they broke into the office 


of this mill, opened the safe and stole 
$800 in cash. 


A. T. PENNINGTON, former presi- 
dent of the Southern Mixed Feed Manu- 
facturers association and cne of its or- 
ganizers, and for the past five years a 
sales executive for the Rovyal-Stafolife 
Mills, Memphis, Tenn., has resigned his 
connection to accept a similar position 
with the Allied Mills, Inc. He reported 
for his new duties at Chicago, January 


ANOKA FEED CO., Anoka, Minn., 
has been incorporated with a_ capital 
stock of $50,000 by O. J. Barth 
and W. H. Allen, to sell feeds and fuel 
wholesale and retail. 


European Patents Acquired 
By S. Howes Co. President 


C. BARBEAU, president of S. 
" Howes Co., Eureka works, Sil- 
ver Creek, N. Y., was a passen- 
ger on the Berengaria which reached 
New York on December 6. Although 
that particular voyage of the big ship 
was a stormy one, indeed, the gales 
reaching hurricane proportions at times, 
Mr. Barbeau’s serene disposition was 
ruffled not at all by the exciting events 
of the trip, due perhaps to the fact that 
safely stowed in his baggage” were two 
signed and sealed contracts, the value 
of which he conservatively estimates at 
$1,000,000. 

For 14 weeks Mr. Barbeau has been 
traveling night and day in’ England, 
France, Belgium, Holland and Germany 
investigating milling conditions in those 
countries. As we understand it, the ob 
ject in making this trip was to secure 
first-hand information concerning Eu 
ropean feed production systems. With 


ample time to devote to his imvestiga 
tions of continental machinery and ap 
pliances, Mr. Barbeau discovered some 
exceptionally meritorious mill equip 
ment. After having decided on the moeost 
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efficient in each class, there began a 
series of negotiations for the acquisition 
of these new machines for the American 
market. One contract involving a sum 
of* large proportions was that covering 
the Sizer patented system for convert- 
ing beef and dairy feeds and hog and 
sheep feeds into cube or nut form and 
for putting up poultry mashes in the 
shape of pellets. By this agreement 
Richard Sizer, Ltd., of Hull, England, 
assigns to the Howes company a half 
interest in the five American patents al- 
ready issued and two which are pend- 
ing. It also provides for the purchase 
by S. Howes Co. of the sole importing 
rights to Sizer’s “Cubers’”’ and “Orbits”. 
Already, the company, it appears, has 
taken steps to install a demonstration 


unit at its Silver Creek works This 
scems to us an excellent move, 
much as it will permit making of prac 
tical working tests promptly at any 
tine Those wishing to see ther own 
tceds converted mt cule ive welcorne 
t attend the demonstration 

ait econd of th tw mtracts we 


have mentioned mvolve the purchase 
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OUR MODERN PLANT 


Built to Serve You 


1 A COMPLETE VARIETY of 
* Doughboy Feeds built to meet the 
nutritional requirements of the most 
exacting feeders of live stock and poul- 
try is available to you from our modern 
mill. Tested and proved brands of flour 
make our mixed car service complete. 


2 HIGHEST QUALITY INGRE- 

* DIENTS are used exclusively in 
the manufacture of Doughboy pro- 
ducts. The grains we mill are of the 
best grade; the by-products used are 
carefully chosen for quality; close at- 
tention is paid to the details which 
make your feeders respect your store. 


3 PERSONAL SERVICE is the key- 

* note of our organization. Our:5000 
ton warehouse insures you immediate 
service when you are ina ‘“‘pinch’’. We 
regard your welfare the same as we do 
our very own. Phone or wire at our 
expense when you are next in the mar- 
ket for flour and feeds. 


New Richmond Roller Mills Co. 


NEW RICHMOND, WIS. 


AND SPEAKING OF— 


—quality and the profitable policy of 
handling and mixing high quality feeds, 
may we suggest for your 1930 program 


Camel Wheat Feed 
Kent (Soft Winter) Feeds 
Humphreys-Godwin Cottonseed Meals 
Cream of Corn Gluten 
Douglas Sweetened Gluten Feed 
34% Linseed Meal 


We handle these and all other standard feed- 
ingstuffs—may we serve you? 


AMES -BURNS CO. 


G. W. HOSIE E. C. KESSLER J. D. DITZLER 
President Vice Pres. - Treasurer Secretary 


JAMESTOWN, N. Y. 


G. C. GARNER, 
Homer, N. Y. 
Central New York Rep. 


N. A. SMITH 
Watertown, N. Y. 
Northern New York Rep. 


Watch our advertising in The Feed Bag 
for the coming year. 


SPENCE 


The Original 
Flax Screenings Feed 


Have you seen a sample lately? 


Our new improved process 
makes a big difference in 
quality. 


Ground Barley 


Our product is guaranteed free from scabby 
barley. 


STUHR -SEIDL COMPANY 


MANUFACTURERS 


Chamber of Commerce MINNEAPOLIS 
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Prize Merchandising Methods 
Selected for Dealers 


(Continued from Page Ten) 

up. Eggs and culled chickens are mar- 
keted for the farmer or credited on the 
feed bill if desired. The two partners 
go the second mile in service wherever 
they find an opportunity. In less than 
seven years after they started they have 
built a thriving feed business and are on 
their way to continued growth and pros- 
perity. Service did it. 

7. Success has been attained by 
many dealers because they concentrated 
on one brand of well-known, advertised 
feed and centered all of their sales ef- 
forts upon it. The plan, they discov- 
ered in each instance, has enabled them 
to realize a quicker turnover of stock, 
to stress the value and features of their 
product and to operate on less ready 
capital. Many of the dealers had pre- 
viously handled four or five brands and 
upon turning over to the new system 
increased their total sales volume from 
50 to 100 per cent. The plan is worth 
trying. Dealers will often find that the 
old saying “jack of all trades, master 
of none,” applies in the feed business. 

Hatchery Combination 

8. Several articles describing the suc- 
cess of dealers who operated hatcheries 
in connection with their feed stores and 
found that the two made a good busi- 
ness-getting combination were published 
in The Feed Bag during the past year. 
The plan is almost a_ sure-fire money 
maker in localities where it is possible 
to apply it. What’ could be more pro- 
ductive of sales than to sell the farmer 
the very things which consume the 
feed? Obviously, the more poultry a 
dealer succeeds in getting into his ter- 
ritory the broader will be his market. 
It is building business from the bottom 
up, and that is the right way to build 
business. 

9. Farmers are followers. The ex- 
periences of their neighbors are most 
convincing to them. One dealer has 
capitalized on this characteristic and is 
building sales with testimonials which 
he solicits by mail from his patrons. Re- 
plies are received in response to ques- 
tionnaires. Fifty cents in trade is grant- 
ed by the dealer as an inducement for 
the farmer to answer the questions. The 
returns are gratifying. The leading 
question which the dealer asks the far- 
mer reads: 

“What has been your experience with 
our feeds and how have they helped you 
in your feeding problems?” 

Constructive suggestions on how to 
improve the service extended by the 
firm are also solicited. The favorable 
testimonials are used for convincing new 
prospects. 

Holds Farm Meeting 

10. An eastern milling firm built 
good will and laid the foundation for 
future business by holding a meeting 
for farmers at its plant. More than 80 


Good merchandising ideas bring business 


to your store. Resolve now to apply one or 
more of these plans during 1930. 

leading dairymen attended. The dealer 
gave a talk stressing the importance of 
proper feeding methods. An agricul- 
tural agent and a college professor con- 
tributed to the program with practical 
information for the dairymen. The 
farmers were treated to a big dinner 
and all of them returned to their homes 
with good will in their hearts for the 
milling firm. Dealers who promote 
farm meetings perform a real service 
for their patrons and their efforts will 
be indirectly rewarded by increased 
business. 

These are the ten outstanding mer- 
chandising ideas which were published 
in The Feed Bag during 1929. More 
will follow in 1930. In the meantime 
it will be profitable for deaiers to make 
a New Year’s resolution to adopt one 
or more of the plans and carry it! out. 
More sales, increased prosperity will be 
the reward. 


DONAHUE-STRATTON CO., Mil- 
waukee, Wis., has become an associate 
member of the Southern Mixed Feed 
Manufacturers association, it was an- 
nounced in a recent bulletin issued by 
the organization. 


DINGS MAGNETIC SEPARATOR ° 
Co., Milwaukee, has appointed G. A. 
Reinhard as representative in the Cleve- 
iand, Ohio, territory. Mr. Reinhard will 
maintain offices at 1836 Euclid avenue. 
He has been identified with the elec- 
trical industry for more than 20 years 
and possesses an ample fund of experi- 
ences for aiding clients in the problems 
and details of magnetic separation. 


F. J. SMITH, manager Nickle Plate 
Mills, Erie, Pa., thinks thieves have no 
holiday spirit. Just a day or two prior 
to Christmas they broke into the office 
of this mill, opened the safe and stole 
$800 in cash. 


A. T. PENNINGTON, former presi- 
dent of the Southern Mixed Feed Manu- 
facturers association and cne of its or- 
ganizers, and for the past five years a 
sales executive for the Royal-Stafolife 
Mills, Memphis, Tenn., has resigned his 
connection to accept a similar position 
with the Allied Mills, Inc. He reported 


for his new duties at Chicago, January 
Is 


ANOKA FEED CO., Anoka, Minn., 
has been incorporated with a _ capital 
stock of $50,000 by O. J. Barth 
and W. H. Allen, to sell feeds and fuel 
wholesale and retail. 


European Patents Acquired 


By S. Howes 
A C. BARBEAU, president of S. 


Howes Co., Eureka works, Sil- 

ver Creek, N. Y., was a passen- 
ger on the Berengaria which reached 
New York on December 6. Although 
that particular voyage of the big ship 
was a stormy one, indeed, the gales 
reaching hurricane proportions at times, 
Mr. Barbeau’s serene disposition was 
ruffled not at all by the exciting events 
of the trip, due perhaps to the fact that 
safely stowed in his baggage” were two 
signed and sealed contracts, the value 
cf which he conservatively estimates at 
$1,000,000. 

For 14 weeks Mr. Barbeau has been 
traveling night and day in England, 
France, Belgium, Holland and Germany 
investigating milling conditions in those 
countries. As we understand it, the ob- 
ject in making this trip was to secure 
first-hand information concerning Eu- 
ropean feed production systems. With 
ample time to devote to his investiga- 
tions of continental machinery and ap- 
pliances, Mr. Barbeau discovered some 
exceptionally meritorious mill equip- 
ment. After having decided on the most 
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efficient in each class, there began a 
series of negotiations for the acquisition 
of these new machines for the American 
market. One contract involving a sum 
large proportions was that covering 
the Sizer patented system for convert- 
ing beef and dairy feeds and hog and 
sheep feeds into cube or nut form and 
for putting up poultry mashes in the 
shape of pellets. By this agreement 
Richard Sizer, Ltd., of Hull, England, 
assigns to the Howes company a half 
interest in the five American patents al- 
ready issued and two which are pend- 
ing. It also provides for the purchase 
by S. Howes Co. of the sole importing 
rights to Sizer’s “Cubers” and “Orbits”. 
Already, the company, it appears, has 
taken steps to install a demonstration 
unit at its Silver Creek works. This 
seems t). us an excellent move, inas- 
much as it will permit making of prac- 
tical working tests promptly at any 
time. Those wishing to see their own 
feeds converted into cubes are welcome 
to attend the demonstrations. 

The second of the two contracts we 
have mentioned involves the purchase 
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IGRI 


#02 VOUNE 
AND LAYING NENTS 


4( LBS NET WEICHT 


MORE 


eggs for your 
customers— 


more MONEY 


for yourself 


Display Pearl Grit and 
Pearl Powdered Limestone 


In the dead of winter hens must 
have lime. Otherwise they'll quit 
laying or break down in the at- 
tempt. Help your customers get 
more eggs selling them Pearl 
Products. Tell them to put Pearl 
Grit where all the birds can get at 
it. Tell them to mix Pearl Powdered 
Limestone in the laying mashes. 


Each Sale Pays You 
a Good Profit 


Pearl Grit offers you a better mar- 
gin of profit. It comes yon in 
100-lb. bags for large users. But 
with Pearl Products packedin 10-lb. 
cartons, you don’t need to bother 
with sales. No scoop- 
ing. No weighing. No sacking. No 
dust and dirt. No shrinkage. And 
ou get more per pound for Pearl 
Recheck in the attractive cartons. 
The cartons of Pearl Products 
make showy displays in your win- 
dows, on your counters and shelves. 
Display them and hook up with 
our advertising in the farm papers. 
Order Pearl Products from your 
jobber. Or write us. Do it today. 


PEARL GRIT CORPORATION 
303 Bridge Street Piqua, Ohio 


of the Buhler patents. These pertain 
to what is known as the Buhler vibra- 
tionless drive, the ultra-modern substi- 
tute for the present eccentric assembly 
which has been used more or less in 
its original form for a century for im- 
parting motion to the sieves of eleva- 
tor and milling separators, scalping 
shoes and similar grain cleaning ma- 
chines. The Buhler drive may be des- 
cribed as a mechanism for converting 
a ‘rotary motion to a reciprocating mo- 
tion. Within its casing is a system of 
synchronized gearing so arranged as to 
be perfectly balanced in one position, 
but not so at another during one revolu- 
tion of the gears. When describing this 
invention to one of our field represen- 
tatives, Mr. Barbeau said that he con- 
sidered the Buhler drive one of the real- 
ly outstanding mechanical movements 
invented during the past 50 years and 
to the layman this would appear to be 
true. Think of making a sieve go back 
and forth 500 or 600 times a minute 
without having to resoft to any form 
of crank, cam or eccentric! Absolute 
control of the several Buhler American 
patents by virtue of their purchase out- 
right, now passes to S. Howes Co. 

In closing its 1929 records the S. 
Howes Co. reports the biggest volume 
of business which the firm has enjoyed 
since the World war days. Both of the 
plants at Silver Creek have operated the 
year ‘round and on a full time schedule 
and more men were employed than at 
any time during the past. With the 
newly acquired patents the firm expects 
to exceed all previous records. 


ALBERT NOWAK DIES 

Albert Nowak, 76, president and 
founder of the Nowak Milling Corp., 
Hammond, Ind., died December 23 at 
his home in Buffalo, N. Y. Mr. Nowak 
first entered the feed business on May 
1, 1898 as a retail dealer. Consistent 
growth followed. The Nowak Milling 
Corp., manufacturers of Domino’ feeds, 
ranks among the leading feed firms of 
today. Mr. Nowak is survived by his 
wife and two sons, Maxwell, who is 
president and general manager of the 


corporation, and Leon, an attorney at 
Bufialo. 


With butterfat at 50c 
per pound, the cost of 
feeding whole milk 
to baby calves is at 
least $2.50 per week. 


Security Calf Food gives equal results 
at a total cost of not to exceed 40c 
to 50c per week. 


This means a clear profit of $2.00 per 
calf per week—a profit that will in- 
terest all your customers. 


Calves thrive on Security. No di- 
gestive troubles—no scours. Sold on 
money-back guarantee of satisfaction. 


Security offers a highly profitable ad- 
dition to your line of feeds. Has no 
equal on the market. 


Security is NOT a calf meal—it is fed 
as a liquid. 


We will show your 
men how to SELL 


SECURITY 
CALF FOOD 


Unusual sales assistance is given 

every Security dealer. We show 

your organization how to sell and 
get the big profits, by giving you 

the assistance of a trained Se- 

curity salesman to help you 

get started. Write today for 
full particulars, testimonials 
and prices. 


SECURITY FOOD Co. 


385 Third Avenue North 
MINNEAPOLIS, MINNESOTA 


FLORYS FEEDS 


Better Feeds 


The Flory Label 
Protects You 


Are Manufactured 


Piney Milling Lac. 


ESTABLISHED SINCE 1853 


By 


BANGOR, PA, 
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usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 
344-346 MILWAUKEE STREET 
1076 WISCONSIN 


~ AN 80% SAVING 
GRIT calf raiser ZB 
| WES 
Re 
| 
| 
| = : 
| | 
| | 


FLESH, BONES, INTERNAL 
ORGANS of the WHOLE 
Menhaden Fish Fresh 
from the Sea 


ETRUVENS 
FISH | MEAL, 


Doubtless account for its 
Vitamins ‘‘A”’ and ‘‘D’’— 
its perfect proportion of 
Calcium and Phosphoric 
Acid—its Iodine, Iron, and 
other valuable Minerals— 
besides its 60% highly di- 
gestible Protein. 


Write us for 
Complete Mineral Analysis 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 


Yes 


POWER’ 


That's what you want first of all 
in a car mover...and that's the 
biggest advantage in the ATLAS, 
This power has been proved by 
actual tests. Your mill distribu- 
tor can show you illustrated 
material and can cite cases 
in which ATLAS superiority 
has been proved. 

Get an ATLAS mover and 
you'll see the difference in 
a jiffy. Ask your supply 
man. He knows and can 
give you quick 
service. 


Interesting, il- 
lustrated, de- 
scriptive mat- 
ter free for the 
asking, 


APPLETON 
CAR MOVER 
COMPANY 


Appleton, Wis. 


Ww 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t - 
cost you one cent more than 
the other kind. 


Darling & Company 


Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


Quick Shipments 
Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


<a ‘‘All your needs in grain and feeds’’ e 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
J. C. HUBINGER BROS. CO., Keokuk, eee Gluten 


& CO., Kansas City, Milo and Kaffir 
ONT CREAMERY Y CO., Omaha. Neb 


- CRAIG & COMP ANY, Philadelphia, Me wrcierawiciaiacace Blackstrap Molasses 
MUTUAL RENDERING CO., Philadelphia, Meat Scrap 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................. Oyster Shells 


“REGAL” 30% PROTEIN 


“IMPERIAL” 33% PROTEIN 
OLD PROCESS OIL MEAL 
with PALATABLE Screenings Oil Feed 


WE MANUFACTURE OUR OWN OIL FEED 


Imperial Meal Co. 


MINNEAPOLIS, MINN. 
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ALFALFA 
MEAL 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Lamar, Colo. St. Louis, Mo. 


Wuen 1n MINNEAPOLIS 
STAY AT 


Che 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 
Largest and Finest Ballroom in the 


Northwest 

RATES 
2.50 
3.00 
3.50 
4.00 
5.00 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


RED WING FEED MILL, Red 
Wing, Minn., was damaged by fire re- 
cently. 


WILHO JUNNILA, Virginia, Minn., 
has purchased the interest of his part- 
ner, William Oja, in the New London 
Warehouse Co., and will continue to 
operate it under the same firm name. 


C. J. LAFLEUR, secretary of the 
Kasco Mills, Inc., Waverly, N. Y., was 
one of the few feed trade sportsmen to 
get his buck during the Adirondacks’ 
hunting season late last year. Mr. La 
Fleur and his hunting partner, a friend 
from Philadelphia, were both successful, 
bringing back a nice 12-point buck and 
a five-point buck. 


Fitegereld 
Secretary and Treasurer 
Indianapolis, Ind. 


Insure Grinding Profits 


The winter months are feed grinding months. 
Profits from grinding are obtained by fast, 
economical work with no enforced shut-downs. 
Grinding nails, bolts, and miscellaneous scrap 
iron punctures screens, dulls hammers and plates, increases 
power costs and reduces profits. 
ahead of his grinder insures his profit. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 


He who has a good separator 


C. R. McCotter 
Ass’t. Secy. and Western Mgr. 
Omaha, Nebraska 


WHEAT 


OATS 


RYE 


STRAIGHT CARS 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


**FOR BETTER SERVICE’’ 


(We Own And Operate A Mill And Elevator) 
SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 

Get Our Samples and Prices 


MIXED CARS 


MILL FEEDS 


OILMEAL 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


“QUR DIAMOND MILL 1S THE LAST WORD 


in efficient, economical grinding of all farm products,” says 
Mr. Carl Braun, General Manager of Math Braun & Co., Wah- 
peton, N. D. “It is an unusual Mill, and cannot be excelled as 
a feed saver and money maker. In a year we have had no 
trouble or repair expense.” 


Diamond Huller Co., Winona, Minn. 
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THE TOWNSEND-WARD CO., 
Buffalo, N. Y., announces an _ alliance 
with the Kellogg Grain & Elevator 
Corp., also of Buffalo. A general grain 
business will be conducted. W. God- 
frey, former manager of the Kellogg 
elevator, is secretary and general man- 
ager of the new combination. Merchan- 
dising and handling of grain will be in 
charge of Mark Steele, formerly presi- 
dent of the Townsend-Ward Co. 


MONTEVIDEO CEREAL FEED & 
Seed Co., Montevideo, Minn., has been 
incorporated with a capital stock of 
$200,000 to manufacture cereal products 
and commercial feeds. The incorpora- 
tors are D. F. and L. A. Chandler and 
L. N. Pierce. 


OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEF 


Get on our list. Market letters and prices. 


M.G. RANKIN & Co. 
GRAIN 
FEED 


Chamber of Commerce 
MILWAUKEE, WIS. 


NOPCO COD LIVER OIL 
BEET PULP—MOLASSES 
DRIED BUTTERMILK— 
SKIM MILK— ALFALFA MEAL 
MIXED CARS— TON LOTS 
Get our prices. 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 
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Quality Feeds and Grain 


Uniform fair prices and Zenuine service re- 
present two important factors in the rapid 
srowth of our business. 


We are just at the other 
end of your telephone line 


Broadway 4961 


Grain—Corn, Oats, Barley, Chicken Wheat 
Reef Brand Oyster Shells 
Brewers Dried Grains, Malt Sprouts 
Mill-Feeds, Hominy, Oil Meal, Cottonseed Meal 
Clinton Corn Gluten Feed—Gluten Meal 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 


a Elevators at 
MILWAUKEE—CHICAGO 
PORTLAND, ME.—ST. JOSEPH, MO. 
DEPOT HARBOR, ONT. 


Brokers for 
CLINTON CORN GLUTEN 
CORN GLUTEN MEAL and 

CORN OIL CAKE MEAL 


Pearly White Brand 
Pure 


Oyster Shells 


The whitest oyster shell we have ever seen— 
over 99% pure calcium carbonate. 


More attractive to poultry—bigger consump- 
tion—healthier hens—increased egg production. 


Seeing is believing. Let us send you samples 
and prices. 


La Budde Feed & Grain Co. 


MILWAUKEE, WIS. 


Millfeeds—Grain—Beet Pulp—Dried Buttermilk, 
Charcoal, Molasses, etc. — - Any Quantity. 
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CLASSIFIED 


Service department for our read- 


ers. Low Rates: 
minimum $1.00. 


25c per line; 


FEED MIXER FOR SALE 


500 lb. Monarch Vertical Feed Mixer and 
5900 !b. Eureka Corn Cutter at bargain prices. 
ae JOHN WILLIS, P. O. Box 555, Elmira, 


WATER POWER MILL FOR SALE 
A 30-bbl. flour and feed mill, good house and 


land at a bargain. Write HUMBIRD ROLLER 
MILLS, Humbird, Wis. 


HAY FOR SALE 
Any kind of hay for sale in carload lots, also 
straw. Write GEO. L. FREDERICK, Beaver 
Dam, Wis. 


ALFALFA—ALFALFA MEAL 


For Sale. Carload lots. Write for delivered 
prices. JOHN DEVLIN HAY CO., 192 North 
Clark street, Chicago, Il. 


FEED BUSINESS WANTED 


Will lease or buy a good Flour, Feed Coal and 
Seed Business. LOUIS CARSTENS, Meadow 
Lane, R. No. 4, Manitowoc, Wis. 


FEED BUSINESS FOR SALE 


A {well established flour and feed business 
located in the North Central part of Wisconsin. 
Grinding facilities. Electric power. Railroad 
siding. Annual business approximately, $75,000. 
Reason for selling—owing to other business can- 
not give proper attention. A real money maker. 
Priced right. Write FC-i, c/o THE FEED 
BAG, 86 East Michigan street, Milwaukee, Wis. 


NORWOOD MILLING CO., Nor- 
wood, Minn., has cpened a feed store 
and is handling a complete line of flour 
and feed. J. H. Teschendorf has been 
appointed manager. 


PURALIC DAIRY CO., Defiance, 
Ohio, has been incorporated with a cap- 
ital stock of $25,000 to manufacture and 
deal in feeds, dairy products and dairy 
cattle. The incorporators are George 
L. Motter, Lester E. Hubbard and M. 
A. Goller. 


TO MOVE OFFICES 

Offices of the Quaker Oats Co., Chi- 
cago, will be moved to the Board of 
Trade building in spring, it is an- 
nounced. The firm’s present headquar- 
ters are in the Railway Exchange build- 
ing, East Jackson boulevard and Michi- 
gan avenue. More than 56,000 feet of 
floor space have been leased for the 
company’s new location. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


‘Fos-For-Us’ Endorsed 
By Illinois State 


Careful experiments have proved that 
the calcium and phosphorus balance in 
the mineral feed sold under the trade 
name of “Fos-For-Us” is ideal for poul- 
try, according to Illinois State Bulletin 
No. 335. It has also been brought out 
by this bulletin that this product is 
very uniform in its quality and formula. 

Not only does this bulletin endorse 
the product but it has recommended it 
for the standard mineral supplement to 
be used in-the 1929-1930 egg laying con- 
test. The better egg shell structure and 
improved hatchability of eggs resulting 
from feeding Fos-For-Us are among the 
many favorable comments recited in this 
official publication. 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


{Member. Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


NUTRENA FEED MILLS, INC., - 
Kansas City, Mo., had a series of sales 
conferences December 18-20, about 60 
representatives attending the meetings. 
C. M. Evans, agricultural agent for the 
Texas & Pacific railroad, and A. L. 
Ward, National Cottonseed Products as- 
sociation, were the principal speakers. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


We can help you reduce 
your Power Costs. 


Write us for full particulars 
Modern Elevator Supply Co. 
MINNEAPOLIS, MINN. 
(Everything for the Modern Feed Mill) 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars , 
FLOUR, MILLFEED 
OILMEAL, ETC. 
502 Corn Bidg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF. 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


“SWEET PRINCESS’? 


16% PROTEIN 
MOLASSES DAIRY FEED 
We Also Pack Dairy Feed Under Private Brands 


We sell a complete assortment of over 80 different kinds of feeds 


Send for 
Prices to 


MANEY BROTHERS MILL & ELEVATOR CO., Ave. and Eighth st. 
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BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


| Camel Wheat Feed Scores Again! 


Reports an official cow tester to his dealer. 


“I want you to note that the high herds in 
the Richland Dairy Herd Testing Association 
No. 2 received more CAMEL per cow for the 
season than any other kind of grain, and that 
our second high herd in the Association (aver- 


age Butter Fat 364 Ibs.) was fed alfalfa hay, 


profit per cow than any other herd.’’ 


We can make immediate shipment of Camel. 


EXCELSIOR MILLING CO., 


AMES-BURNS CO., Jamestown—exclusive New York distributors. 
JOHN FITZGERALD, Janesville—special Wi in representative. 
B. J. GiBSON, Danville, I1l.—special Illinois and Kentucky representative. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


S.T.Edwards & Co. 


Incorporated 


Feed System Engineers 
Plant Designs 
Special Feed Mill Machinery 
Feed Formulas 


DRIED BUTTERMILK AND 
SKIMMED MILK 


Packed 100-lb. paper-lined bags 


110 N. Franklin St. CHICAGO 


KREAMO 


SWEET DAIRY FEED 
1644% PROTEIN 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Cottonseed Meal owdered Skim Milk 
Oyster Shells i Meal 

Dried Butter Milk ea 

Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


Your Grain «.QurFeed 


Make Quick Profit Balance 


Brings More 

Monéy for Your 
Grain and More 
Milk “He Your 


A Product With A Good 
Reputation 

This mixture is made for the 
dairyman who grows his own feed- 
ing grains. Its excellent protein 
supplied by a variety of sup- 
plementary concentrates en- = 
ables the user to utilize all his 
home grown grains to best advan- 
tage. Careful tests have shown a 
surprising profit from this ration. 
O The cows like it. It is always un- 
iform in quality. It is easy and 

EXCELLENT DAIRY economical to feed. 


PROTEIN Guaranteed To Satisfy 


A Reduction From A Recent, Large Northrup, King & Co. Farm Paper Ad. 
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NO-MILK 
Calf Food 


Trade Mark 
Registered in U. S. Patent Office 


RGE your customers 

to make more profit 

by feeding No-Milk Calf 

Food instead of milk. 

This excellent milk sub- 

stitute has been the leader 
since 1885—45 years. 


There are over 600 No- 
Milk Calf Food dealers 
in the State of Wisconsin 
alone. Repeat orders, in 
larger volume year after 
year, prove that dealers 
and feeders alike find 
permanent satisfaction in 
using No-Milk Calf Food. 
At this season, when rais- 
ing calves from cows 
which freshened for win- 
ter milking is occupying 
the feeder’s attention, it 
will pay both you and 
the farmer to solve the 
problem with No-Milk 
Calf Food. Your orders 
will be promptly filled. 


National Food Co. 


D. R. MIHILLS, Mer. 
Fond du Lac, Wisconsin 
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FRANKE GRAIN CO. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 
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Deutsch & Sickert 
Co O m p a n y 400-402 Chamber of Commerce 


MILWAUKEE, WISCONSIN 
REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 
BROADWAY 


1674 
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16 FAT FIBER (2 


CONTINUALLY 


WINNING FRIENDS 


ACTO 16% Sweet Dairy Feed 
is being fed in more of the 
best dairy herds East of the 
Mississippi River today than at 
any other time in its history. 


The first man to buy a carload of 
ACTO 16% Sweet Dairy Feed (years 
ago) has just ordered out another 
car. All these years he has been 


using this popular feed to build an increasing volume 
of business. 


>> 


ENTS 


T HUL CaLCclUM—= 
ARBOWATE AND OF SA of SALT 


ACTO 16% Sweet Dairy Feed wins because it is low 
priced, fully balanced, palatable and can be used either 
for mixing with home grown grains or fed right out 
of the sack. Its low price, and other well-known ad- 


vantages, make lasting friends wherever it is used. 


One of a complete line that may be purchased in mixed 
minimum cars with a guarantee by the manufacturers 


Ladish Co. 


MILWAUKEE WISCONSIN 
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COOPERATION BRINGS 
RESULTS 


Working together, the King Midas mill 
and King Midas dealers established an- 
other flour sales record in 1929. @ The 
proved quality of King Midas flour has won 
many additional friends and has also 
increased the demand among regular 
users. Q The quality standard will be 
strictly maintained and service to King 
Midas dealers continued as heretofore or 
improved wherever and whenever possible. 
@ The King Midas organization predicts 
that business will be good throughout the 
New Year. 


KING MIDAS MILL Co. 
MINNEAPOLIS 


THE HIGHEST PRICED FLOUR IN AMERICA AND WORTH ALL IT COSTS 
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